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THESE DEVICES defy the weather at outside 
entrances, in patios, on porches or factory platforms. 
Immune to exposure, they’re everywhere used for 


outdoor operating of lights and appliances. 


The Switch (No. 7981) has a rugged, time-tested mech- 
anism. Its cadmium-finished brass plate fits over a rubber 
mat, weather-tight. Operated by a handy indicating lever. Fits 
any standard wall box; comes in single-pole, double-pole, 
3-way and 4-way types and in 2 or 3 gangs. Also in Switch- 
and-Receptacle Combination (No. 7886) above- illustrated. 


The Receptacle (No. 7792) has cadmium-finished brass 
plate, fitting on rubber mat, with metal cap to screw over 
receptacle opening when not in use. When connected, the 
regular plug cap may be covered with a metal screw cap 
(No. 7793 ). Supplied for 2- wire and 3- wire connections, and 
in Duplex Type ( No. 7890). Available with male contacts for 
use as in auto trailers, where connections may be made in 
parking areas. Can be had with rounded-edge plates for “FS” 
type fittings. For complete listings, ask for Catalog. 
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THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 


a . a) 


WHOLESALER’S SALESMAN — November 1941 








TIMES 





and TRENDS 





NOVEMBER 


Cover No! We have not gone “all out” for guns 
on the cover of WHOLESALER’S SALESMAN, but—neither 
are we gun-shy. 

That picture we had on the October cover was one 
of the first to be released by the Navy Department, 
showing the nation’s newest battleship, the “North 
Carolina,” shooting its big 16 in. guns. When we saw 
it, we stopped looking for anything more completely 
suitable on the cover of our Second National Defense 
Number. 

This month, our cover picture shows the production 
line of 75-mm. pack howitzers where they are receiving 
final finishing touches before tests and inspection. 

The subject alone justifies the use of this picture in 
these times, but the real tie-up is that those howitzers 
are being made in the Erie, Pa. works of General Elec- 
tric Company—one of the many prominent electrical 
manufacturers that has shifted production facilities 
from grills or gadgets to guns.—Our thanks to Gen- 
eral Electric for the use of the picture. 
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Consolation At the recent Detroit Convention, 


himsical “Judge” Dana T. Ackerly reported on the 
zal aspects of NEWA activities, and with his accus- 
tomed modesty he confined himself closely to his subject. 
Just to let NEWA members and manufacturers know 


a 
= 
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hat they have company, we choose to mention here 
that the National Wholesale Hardware Association, its 
fficers, executive committee, advisory board and mem- 
er companies also are in the throes of a struggle. The 

‘deral Trade Commission alleges that they, some 300 
concerns, entered into a combination and conspiracy to 
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suppress competition and create a monopoly in the sale 
of their products. Hearings are to be held in due 
course. 
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Buyer's Strike Perhaps the month of August 


1941 may go down in commercial history as marking 
the peak of the buying boom that was promoted chiefly 
by pricetpanicky consumers. 

Every type and kind of consumer goods, from auto- 
mobiles down to shoe laces, were bought in record- 
breaking quantities. Some consumers bought soberly 
and with true regard to actual current needs. Most of 
them bought because they were convinced that prices 
would soar to undreamed heights and so they laid in 
stocks of everything they could think of to the limit, or 
even beyond the limit, of their cash resources. The 
increases in August sales reported by department and 
chain stores, furniture, appliance and automobile dealers 
were nothing short of phenomenal. 

Now, in November, a lot of the type of merchandise 
that consumers scrambled to buy in August, is moving 
with abnormal slowness. Particularly manufacturers 
of consumer’s “capital goods” find that stocks are not 
moving out of the retail stores with seasonal rapidity. 

The answer ? —We can only venture a guess, namely 
that the ever-dependable American Public has unknow- 
ingly decided to give SPAB-OPA’s price administrator, 
Leon Henderson, a hand, is not willing to buy at the 
level to which prices were pushed in the short-lived 
buying boom. 

If that be true, then manufacturers and retailers will 

(Continued on page 13) 








FOR THE BATTLE OF PRODUCTION! 


SELL fast, dependable interior communication and you sell a direct, proved 
way of getting things done faster! Your regular customers need this help in 


speeding up their production. 


With Automatic Electric’s complete line of private interior telephone systems, 
you can supply exactly the item to meet any requirement. You have an inside 
track to profitable business—a valuable opportunity to perform a genuine 
service. And you can depend on giving quality because Automatic Electric, 
originators of the automatic telephone—are telephone specialists, with a record 
of fifty years of supplying telephones for public service. 
Even that is not the whole profit story! You’ve another 
source of business in sales to your contractor customers. 
Get the complete story today—write for full information 


now! 


These systems are designed for private service. They are not intended Here's the  Idealfone 
. display that sells the 
to be connected with the public telephone system. contractor on sight! 


AUTOMATIC & ELECTRIC 


PRIVATE INTERIOR TELEPHONE SYSTEMS 


Distributed by: AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, Illinois 
Sales and Service Offices in Principal Cities « In C da: C dian Teleph s & Supplies Limited, Toronto 








Idealfones— Wall type with molded hand- 
sets. Offered with one or five buttons for com- 
mon talking service up to ten stations. 


Intercoms — Supplied in both desk and wall 
styles—with molded plastic handsets. Com- 
mon talking systems of two to eleven stations. 


i ae ge 


/P-A-X's — Automatic Interior Telephone 


Systems. Provide dial service and secret 
connections for from ten stations up. Tele- 
phones in a variety of types. 
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have to woo Mr. and Mrs. Public with renewed vigor 
and more reasonable prices, otherwise the boom will 
surely turn to boomerang. 
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Weary? October may be shown as covering a few 
days over four weeks on your calendar, but, Brother, 
actually you lived through TEN “weeks” this October 
just past. 

They were all “National” weeks, for Newspapers, 
Hardware, Furniture, Fire Prevention, Letter-Writing, 
Wine, Pharmacy, Feed and Retail Grocers. Then two 
more, for Donuts and Apples started the last week of 
October, ran on into November, to give that month a 
head start. 

It’s a hard life when they double up on “weeks” in 
that manner. 
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. 
Electrical Scores Here are some recently re- 
leased figures that should make us all proud to be part 
of the electrical industry. 

Krom General Electric comes the statement that 
orders received during the first nine months of 1941 
broke all previous records, totalled over $831 million, 
with slightly less than half representing National De- 
fense business. 

Orders booked by Westinghouse in the same period 
totalled $450 million, an increase of 72 percent over the 
sane nine months of 1940. 

Output of electric energy made a new record in 
August, totalled over 14 billion kilowatt hours—the 
highest production ever recorded, says the Federal 
Power Commission. 

We know that this does not help a wholesaler in 
solving his priorities problems, but these figures illus- 
trate the magnitude of the job at hand. 
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Copper Leon Henderson, administrator of the 


Office of Price Administration, has just announced a 
comprehensive program for stabilizing prices of all 
products made of copper, brass or other copper base 
alloys. 

It is stated that prices on many thousands of manu- 
factured products are to be scrutinized at both the 
manufacturing and distribution levels with the view of 
mposing price ceilings tf necessary. 

Wire and cable manufacturers are to meet shortly 
with OPA officials with the view of reducing present 
prices, OPA claiming ‘that prices have risen 20 to 30 
percent. 

On the basis of what it intends to do, OPA advises 
igainst building up inventories at present price levels, 
so as to avoid having to sell at a loss. Proposed price 
‘eilings obviously are going to be below current market 
prices on copper products. 
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Building Although the pace of increases over 


1940 is slackening, the valuations of building permits 
issued during September 1941 still were 9.1 percent 
above the same month of last year. 

For the first 9 months of 1941, permits covering new 
residential construction topped the same period of 1940 
by 23.7 percent, while non-residential permits scored 
a 24.2 percent gain. So says the U. S. Department of 
Labor. 
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Vitamins For Defense From the Westine- 


house, Mansfield, plant comes the statement that Vita- 
min A capsules will be fed regularly to employees who 
are working on a $3 million order for U. S. Army bi- 
noculars. 

Westinghouse-Mansfield lays claim to being the first 
large industrial establishment to provide Vitamin A 
capsules for employees in order to prevent eye fatigue. 

It is expected that the use of Vitamin A will result in 
reductions of rejections and spoilage of material and 
some real savings in production time. 

Salt tablets are already bought for free distribution 
in many plants; first aid and other emergency equip- 
ment is bought wherever production wheels are turn- 
ing. Now Vitamin A is added to the industrial supplies 
list. Maybe someday electrical wholesalers will be 
handling those things as accommodation items for in- 
dustrial customers. 
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War-time Canada November 15th, 1941 will 


see in Canada the beginning of the stiffest “economic 
regimentation yet attempted in any democratic country,” 
says Business Week. 

All Canadian industries will have ceilings on wages 
and bonuses, will be geared to current living costs, while 
appropriate price ceilings are to be set November 17th. 

Perhaps here in the United States our present policy 
of tight-rope walking can be maintained *ifidefinitely, 
but it appears more likely that one of these days labor 
and wages will have to submit to the same controls as 
are now exerted on prices—in the interest of National 
Defense. 

That show-down will come sooner if the shooting we 
are doing really should end in our becoming full fledged 
participants in the shooting war. 


EDITOR 












HAZARD 


THE RIGHT WIRE FOR EVERY 
ADEQUATE WIRING NEED 




















































HAZACODE, Type R . . . to be operated no higher than 50° C. Meets 
all requirements for “‘code’’ wire installations. 


HAZARD PERFORMANCE, Type RP .. . operates safely at 60° C. which 
permits heavier current loadings or allows use of a smaller size 
conductor for a given loading. 


HAZARD PERFORMITE, Type RH . . . the highest grade of building wire 
you can use. Temperature operation permitted: 75° C. Carries still 
greater current loads or, still smaller conductor sizes may be used 
to carry a given load. Installations show it is actually cheaper to use 
in a great many cases than Type R. Meets Federal Specs. J-C-106 
and J-C-121. 


HAZARD PERFORMITE, Small Diameter Wire, Type RHT . . . exactly the 
same:as RH except it is smaller in diameter. The only type that may 
be used for both new work and rewiring. Available in sizes 14 to 8 
inclusive and in full range of colors. 





HAZAKROME, Type SN . . . the smallest diameter building wire. Per- 
mits high increase in electrical capacity by rewiring existing race- 
ways. It has a synthetic, flameproof insulation with no braid. Comes 
in sizes 14 to 4/0, full range of colors. 


HAZARD Watertite, Type RW. . . exceptionally tough and elastic. Very 
high dielectric strength and resistance; low specific inductive capacity 
maintained on long immersion in water. Approved for use in moist 
places instead of lead covered. 


HAZARD Armored Cable . . . for remodeling jobs, use this cable with 
the ripcord for easy working. Made with a flame-resisting, moisture- 
proof paper sheath between conductor and armor. 


HAZARD Flexible Steel Conduit . . . gives extra protection on short 
runs or where many bends must be made. 


HAZARDEX Non-Metallic Sheathed Cable . . . a light, easy to handle 
cable with the full protection of a sheath. The economy and sim- 
plicity of HAZARDEX installations make it a popular selection for 
wiring within the limits of N.E.C. 





A WEALTH OF EXPERIENCE of both HAZARD Workmen and 
Engineers is always available to you without obligation in 
working out some unusual wiring problem. 







OKONITE and MANSON TAPES 






... here are the finest tapes ob- 
tainable to finish the job right. 


They erecnuorparsed in weather. HAZARD INSULATED WIRE WORKS 
properly applied ore equal to DIVISION OF THE OKONITE COMPANY 
Cho extginas teenteten, Works: Wilkes-Barre, Pennsylvania @ Offices in Principal Cities 


HAZARD INSULATED WIRES & CABLES 
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SOURCE These monthly reports covering the business activi- 


ties of electrical wholesalers throughout the United States are 
collected and compiled by The Bureau of the Census and the 
Bureau of Foreign and Domestic Commerce of the U. S. Depart- 
ment of Commerce, and underwritten in part by WHOLESALER’S 
SALESMAN—A McGraw-Hill Publication 
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Business Index 
For the Month of September 1941 


SALES During September the sales of electrical whole 
salers continued on their record-smashing rampage with 
361 concerns throughout the United States reporting an 
increase of an even 90 percent over the corresponding 
month of 1940—thus outdoing the immediately preced- 
ing month by not merely blowing the lid off our indi- 
cator but sending it almost through the “roof”. 

When compared with August 1941, the September 
sales represented exactly the same dollar volume, hav- 
ing continued a process of recession in gains over the 
previous month’s sales that commenced with March. 

Thus for four consecutive months the sales of elec- 
trical wholesalers have continued at approximately the 
same level of dollar volume as was established with May 
1941 sales. Yet in comparison with 1940 sales for the 
same respective months, percentage increases have 
mounted from 58.1 percent for May to the new peak 
of 90 percent over the same month of 1940, as recorded 
by September 1941 sales. 

These facts justify the conclusion that, during the 
present period, comparisons with figures of last year 
have not the same importance that must be attached 
to month-to-month performance. The plateau charac 
teristics of sales totals of the period May to September 
1941 inclusive may continue for a month or, at the most, 
for a few months, but when all contributing factors are 
carefully considered, an early decline of sales totals from 


_the plateau level is indicated. 


INVENTORIES September is the first month during 
which inventories dropped materially below those of the 
previous months, the cost value of stocks on hand as 
reported by 313 firms totaling 4+ percent less than the 
August figure. Compared with September 1940, inven- 
tories were only 29 percent higher, this indicating that 
with 1941 sales running at plateau levels, they are begin- 
ning to eat into the heavier stocks accumulated earlier 
in the year. 


COLLECTIONS With 315 firms reporting accounts 
receivable of $46,380,000 as of September 1, 1941, an 
increase of only 4 percent over the previous month is 
indicated although they stood 68 percent above those o/ 
September 1940. 

The collection percentage for September stood at 74, 
representing a drop of 2 points from the August level 
but a decline of 13 points from the peak of 87 scored 
in April. Average of outstanding accounts was 40 days 
in Septeinber against 39 days in August. 
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SULLY conscious of the delivery 
problem, which confronts the 


entire electrical industry, we are 
operating eight great plants day 
and night in an endless effort to 
satisfy a demand that has no prece- 
dent in the history of the electrical 


industry. 


Our message to Electrical Contrac- 
tors, reproduced here, speaks for 
itself and indicates the factors 


influencing the activities of us all. 


The General Cable Sales Offices are a nearby source of sales 
assistance: Atlanta, Boston, Buffalo, Chicago, Cincinnati, 
Cleveland, Dallas, Detroit, Houston, Kansas Citv (Mo.), 
Los Angeles, NewYork, Philadelphia, Pittsburgh, Rome(N.Y.), 
St. Louis, San Francisco, Seattle, Washington (D.C.) 
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September, the reductions in values of inventory ranged 
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from 2.5 points in region 20, to 40 points in region 6. 
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THE MOUNTAIN MOVES § To drum up acceptance of 
defense contracts by qualified manufacturers, the Con- 
tract Distribution Division of OPM is putting THREE 
complete “Shows” on the road to tour the country, cover 
every possible manufacturing city or town. It is literally 
taking “the mountain (Washington’s OPM Bureau) to 
Mohammed” after finding that all the coaxing and urg- 
ing could not get 30,000 or more Mohammeds—small 
manufacturers—to come to the “‘mountain”’. 

Three special “exhibit” trains will leave Washington, 
November 10th. Each is painted red, white and blue. 
Each will carry samples of needed defense equipment 
and parts, blue prints and specifications. 

On board each train will be experienced officials of 
OPM, of the Army, Navy and Maritime Commission, 
who will be able to interview manufacturers to deter- 
mine whether their plants are suited for defense work 
and if so, tell them how prime or sub-contracts may be 
obtained. 

Itineraries of the three trains have been carefully 
planned so that the largest possible number of manufac- 
turing cities might be tapped. 

The Eastern train will cover the Atlantic Seaboard 
irom Maine to Florida, has stops scheduled in over 
thirty cities between November 11th and December 
19th. ; 

During the same period the Midwestern train will 
cover Western New York and Pennsylvania, and all the 
Middle Western States, with stops at most of the im- 
portant cities, going N.W. to Minneapolis and S.W. to 
Omaha. 

The Western train swings around from Denver 
through the states of Montana, Utah, Washington, Ore- 
gon, California, Arizona, Texas, Oklahoma, Arkansas, 
Mississippi, Louisiana, Alabama and Tennessee back to 
Washington. 

Manufacturers may obtain permission to enter the 
ains by writing the nearest field office of the OPM 
Contract Distribution Division. 


COPPER New and rigid controls over copper and 
brass are announced by OPM'’s Priorities Division. The 
order (PM 1396) states that 1942 estimates of demand 
call for 2.4 million tons with only 1.65 million tons in 
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By "The Man with the Panama Hat" 











sight. <All military and defense demands will take 1.05 
million tons. What's left will have to satisfy civilian 
users. 

At present “copper used as conductor of electricity” 
is exempted from the new drastic restrictions. After 
January Ist, copper or its alloys no longer may be used 
in the manufacture of such ‘items as: Switch plates, 
household appliances, fans, heaters, stoves, ranges, 
radios, reflectors, nor for decorative plating. 


PRIORITIES Backfires from the “hinter land’, caused 
by priorities-born industrial strangulation are increas- 
ing so rapidly, that OPM-SPAB officials are forced to 
give more and more attention to the problem. 

They realize that practical consideration of inevitable 
post-war readjustments makes it desirable to retard in- 
dustrial dislocations, shifts in population and other cur- 
rent trends as far as the demands of Defense Production 
permit. Their manner of dealing with the problem is 
highly commendable. 

For instance, Grand Rapids, Mich. faces a priorities- 
unemployment crisis. Only 13 percent of its workers 
are on defense work. OPM has certified to the War 
and Navy Departments that the city be given special 
consideration in the placing of defense work on items 
ranging from shell cases and wooden furniture to hard- 
ware for trucks and tanks. 

Other cities finding themselves stymied by materials 
shortages may expect similar consideration. 


CANADA The Canadian government's quick-ireezing 
of all prices and its nationwide gearing of wages to the 
cost of living are steps so obviously in the interest of 
everybody that we may soon see them duplicated in the 
United States. 

Cooperation between the two governments has barely 
begun and, with a long war in prospect, eventually 1s 
expected to result in such extensive collaboration and 
complete coordination of productive effort, that post- 
war separation will present some serious problems. 

Meanwhile we can look for gradual elimination of 
above-the-border and below-the-border inequalities, re- 
gardless of what phase of life or business may be in- 
volved. 
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TO MEN INTERESTED IN HELPING DEFENSE WITH BETTER LIGHTING: 


Nothing less than this Proven and Guarantee 
fluorescent lighting system will do toda 
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IVANHOE 
"50 & 100 FOOT CANDLERS™ 


RLM Continous Udbsoway 
FLUORESCENT LIGHTING 
SYSTEM 













IVANHOE “50 & 100 FOOT CANDLERS” 
defense plants and subcontractors highe 
lumination...30 to 50% lower installation: 
... faster installation...simplified mainten: 


ILLUSTRATION—PRATT & WHITNEY DIV. N.B.P. CO. WORKS FULL SCHEDULE ON DEFENSE © 


@ Here is an unequalled opportunity to help ity lighting to win and hold precision wo 
your country, your customers, and yourself. Distributors and jobbers benefit by an op 
An opportunity made possible by IvANHOE “50 tunity to work closer with qualified cont 
& 100 Foor CanpLers”, the ORIGINAL continu- _ tors for mutual profit. 

ous fluorescent lighting system, recently ac- 
claimed by lighting experts as “the newlighting 
standard for industry.” 


These benefits, buttoned on to those offe 
by Mitten Trorrers’ (see below) for off 
S. lighting, give you a proven, guaranteed, a 
IvanHoE “50 & 100 Foor Canpiers” are complete “lighting package” for helping ¢ 


MILLER-IVANHOE 
INSTALLATIONS 


Springfield Armory * Frankford 
Arsenal * Curtiss-Wright Corp. 


* Grumman Aircraft * Republic 
Aviation Corp. * Fairchild Avia- 
tion * DuPont Company ° East- 
man Kodak Co. * Hercules 
Powder Co. * Liberty Aircraft 
Products * Uxbridge Worsted 
Co. * Sperry Gyroscope Co. * 
Ranger Engineering Co. * Pratt 
& Whitney * United American 
Bosch * New York Shipbuilding 
* Combustion Engineering ° 
United Aircraft * The Austin Co. 


IVANHOE "50 & 100 
FOOT CANDLERS” 


guaranteed end proven ... proven by more 
than two years of service in America’s armories 
and arsenals, aviation plants, precision instru- 
ment companies, defense plants of all kinds. 


No other fluorescent lighting equipment 
wears such service stripes... offers such note- 
worthy benefits to buyer and seller alike. 


Users benefit by better working light, 
speedier output, and lower production costs. 
Utilities benefit by increased load—better light- 
ing standards. Contractors benefit through 
more jobs—particularly today in defense sub- 
contracting plants which must have high qual- 





tomers today. Write for full facts. 


For Offices, Drafting Rooms and Similar 
Installations ... Use Miller Troffers 


MILLER TROFF ERS—continuows re- 
cessed fluorescent lighting system — ar 
ideal for offices, drafting rooms and evet 
factories with acoustical or other hung 
ceiling constructions. Proven and guar- 
anteed, they, too, are providing better 
light and increased worker efficiency for 
many progressive organizations. More 
than 25 miles of MILLER TROFFERS 
are in service today. Ask for Bulletin 26. 


offer... 


HIGHER ILLUMINATION—50 to 100 foot candles—for faster, 
better production—greater worker efficiency i 

30 TO 50% LOWER INSTALLATION COSTS—Fixtures contain Prompt Deliveries— 
up to 80% of necessary conduit—make defense dollars go further. Superlative Service 
FASTER INSTALLATION—Steps up building schedules—plants We are constantly striving te 
get into production quicker keep deliveries moving smooth- 
UNIFORM LIGHT DISTRIBUTION—Production equipment can ly, fast and ahead of building 
be moved at any time without necessity for changing lighting. schedules. And no major in- 
SIMPLIFIED MAINTENANCE—Fasy to clean, removable por- staliation goes in without a 
celain-enamel reflectors—save valuable man-hours for production. Miller engineer on the scene 
ALLOWANCE FOR FUTURE LIGHTING NEEDS—Illumina- te live with the job until 







tion increases up to 45% practical without new fixtures—lower it is operating at maximum 
obsolescence, efficiency, 


THE MILLER COMPAN 
MERIDEN, CONN. 


Pioneers in Good Lighting Since 1844 


@ MILLER OFFERS A COMPLETE LINE of incandescent and fluorescent lighting °4 
ment, backed by almost 100 years of commercial and industrial lighting 5P* 
ization. There is an answer to your problems in this unbiased lighting s¢" 
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NEWS 


Entire Country Represented 
At NEWA Detroit Meeting 


Wholesalers and manufacturers, to the tune of 700 strong, gather 


in Detroit for NEWA semi-annual convention. 


Discussions 


dwell:on priorities and what’s ahead. MacDonald to O.P.M. 


erage weeks betore October 14th, 
the day when the semi-annual con- 
vention of the National Electrical 
Wholesalers Association was sched- 
uled to open at the Hotel Statler, De- 
troit, it was apparent that this would 
be a big convention—bigger even than 
the one a vear ago at Pittsburgh. That 
general prediction turned out to be 
far too modest, however, since more 
than 700 member electrical wholesal- 
ers, manufacturers and guests attended 
the meeting, making it the largest in 
the association’s long history. 

As expected, the theme of the con- 
vention was Priorities. In fact it was 
this subject that brought such a large 
crowd of wholesalers and manufac- 
turers to Detroit. 

The Executive Committee, under 
the chairmanship of John M. Newton, 
president of Oakes Electrical Supply 
Holvoke, 


held meetings on Tuesday, October 


Company, Massachusetts, 
l4th. The following day the various 
commodity 
their meetings. On Thursday morning 


the entire convention met in the ho- 


committees gathered for 


tel’s Grand Ballroom for the Opening 
previously mentioned, 
upwards from 700 keenly interested 
wholesalers and manufacturers were 


Session. \s 


This session was ad- 
yy Chairman John M. New- 
ton, Managing Director E. Donald 
Tolles, and A. L. Williams, Special 


\ssistant in charge of Administering 
Plan. 


assembled there. 


dressed | 


the Defense 
General summaries of what these men 


Supplies Rating 
said are covered in another article in 
this issue. 

Priorities, material shortages and 


associated subjects dominated practi- 


cally every formal and informal dis- 
cussion during the convention. While 
business at the present time is good, 
many of the wholesalers, especially 
those who do not serve many customers 
doing defense work, are considerably 
worried about the future opportunities 
for obtaining materials. This was not 
the only problem facing the whole- 
salers at Detroit, for as Chairman 
Newton brought out in his talk, high 
taxes are here to stay for some years; 
increasing; and various 
other costs are going up in propor- 
tion. Of concern to the various whole- 
salers contacted by WHOLESALER’S 
SALESMAN at Detroit, is how to incor- 


wages are 


porate these rising costs in their sell- 
ing prices and still keep those prices 
as low as possible. 

During the convention, Chairman 
Newton announced that N. J. Mac 
Donald, vice president of Thomas & 
Betts, had accepted a temporary ap- 
pointment to O.P.M. as an advisor on 
electrical manufacturing and distribu- 
tion. 

\n added feature of the convention 
was the party sponsored by the elec 
trical interests of Detroit on Thursday 
evening, October 16th. Cocktails and 
a buffet supper were topped off by some 
fine entertainment. Wholesaler Lyle 
Fife introduced Detroit’s Mayor E. J. 
Jeffries, Jr., who welcomed the guests 
on behalf of the city. Following his 
talk, Lyle Fife sang some songs, then 
the professional entertainers went to 
work. It was a grand party. 

The convention closed on Friday 
noon and the next one will be held as 
usual in May at The Homestead, Hot 


Springs, Virginia 
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DID REAL JOB, A. L. Williams, 
Special Assistant in charge of ad- 
ministering the O.P.M. Defense Sup- 
plies Rating Plan, was principal 
speaker at the NEWA Detroit Con- 
vention, did a splendid piece of work 
in clearing up many of the questions 
in connection with priorities. Follow- 
ing his address he conducted a long 
question-and-answer session. Seated 
at the right is John M. Newton, 
chairman of the executive committee. 





Association Doings 


NEW YORK—Tuned to the thet 
“League Responsibilities in the N 
tional Emergency,” the sixth annual 
conterence of electrical leagues will 
get under way November 12-14 
the Hotel Raleigh, Washington, D. (¢ 

The committee has planned a t 
ing which looks to the future, in 
belief that the combined knowledge 
ot the 

- 


conferees will evolve a pl 
that will make cooperative action by 
a united industry of greater servic 
under changing conditions 
Defense housing and low cost 
will be the subject rf We 


meeting; Thurs 


building 
nesd iv’s 
tion will be divided 
market 


pects in view of 


conditions 


] 
and present planning 








Scores of tests and inspections assure the quality 
of Westinghouse Mazda Fluorescent Lamps. Here 
a 40-watt Westinghouse fluorescent lamp is being 
made ready for a light output test in the Photometer. 


et 


ee 


It’s good business to sell 


WESTINGHOUSE MAZDA FLUORESCENT LAMPS 


The best product that can be made is the kind 
that every salesman likes to sell. In fluores- 
cent, that means Westinghouse. Here are the 
facts that make that statement stick . . . with 
salesmen, with users everywhere. 
Westinghouse Mazda fluorescent lamps have 
to pass scores of rigorous, hair-splitting tests to 


earn the right to wear that famous “W”. They 


have to give evenly-distributed light—to sat- 
isfy the unerring, never-changing demands of 
the photometer shown above. They have to be 
color correct to the Nth degree. They have to 
meet the high Westinghouse standards for 
efficiency. That’s why they always give satis- 
faction. That’s why it’s good business for you 
to sell Westinghouse Mazda fluorescent lamps. 





<5 


FOR FLUORESCENT LIGHTING AT ITS BEST, SELL AND SPECIFY ST 
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CLIMAX to Hygrade’s “G-Man Contest’ was presentation of the district 


trophy to Supervisor of North Eastern Sales, R. H. Bishop 
General Sales Manager, Charles G. Pyle. 


(left), by 
Others in the picture, reading 


from left to right are F. J. Healy, general manager; B. K. Wickstrum, 
advertising manager; Dr. R. M. Zabel, head of engineering and production 


at the Salem Lamp plant. 
district won the contest. 


This was the second year that Mr. Bishop's 





business. The closing meeting will 
consider exploration of new fields and 
broadening of league activities. It 
will finish with a business session. 


MILWAUKEE—A grand day, a 
good turnout, a raft of prizes, and a 
good net profit distinguished the 1941 
Annual Outing of the Wisconsin 
Radio, Refrigeration and Appliance 
Association. 


CHICAGO — An industrial fluores- 
cent lighting executives 
and engineers of the metal trades in- 
dustry put on under the auspices of 
the Chicago Lighting Institute cov- 
ered important operating problems, 
fixture types and_ characteristics, 
necessary light levels and other pert- 
inent data. The subject of one talk 
has rather challenging implications 
for the wholesaler’s salesman who 
sells to industrials, viz., “$35,000 for 
a Machine—How Much to Light It?” 
E. D. Tillson, of the Commonwealth 
Edison Company accompanied his re- 
marks with a demonstration. 


session for 


DENVER—President G. B. Buck, 
of the Rocky Mountain Electrical 
League, sounded the whistle for the 
fall kick-off of the league’s activities 
at a joint luncheon meeting of the 
League and its Denver chapter on Oc- 
tober 6th. Dates were set for the 
Christmas electrical expositions in 
Denver and elsewhere. 


KANSAS CITY —Home builders, 


architects, lumber dealers, representa- 


tives of home building associations, 
home financing institutions and gov- 
ernment lending and _ promotional 
agencies were entertained at the Oc- 
tober meeting of the Electrical Asso- 
ciation here. The theme of the 
meeting was “Home Builders’ Day”. 
A. E. Schanuel, of the Adequate Wir- 
ing Bureau, New York, spoke on 
“The New Demand for Home Own- 
ership”. Panel discussions during the 
morning and afternoon gave an op- 
portunity to exchange ideas on pri- 
orities, and other important current 
problems. 


CINCINNATI—Matt Williams, of 
the Crosley Distributing Corp., was 
re-elected president of the Cincinnati 
Electrical Association at the annual 
meeting of the board of trustees re- 
cently. H. E. Colliver, district man- 
ager, National Electrical Products 
Corp., was elected second vice presi- 
dent. Other officers re-elected were 
J. P. Palmer, district manager, G.E., 
first vice president; Walter R. Keagy, 
service manager, Cincinnati Gas and 
Electric Co., secretary; and Claude 
W. Johnson, of the Johnson Electric 
Supply Co., treasurer. 


Dope on Priorities 


BUFFALO—A clearing house _ to 
furnish the electrical industry of the 
Niagara Frontier with information on 
priority rulings and regulations will 
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be established by the Electric Asso- 
ciation of the Niagara Frontier. 

The move was decided upon at a 
special meeting of association leaders 
in Buffalo, which had been called by 
President R. W. Mitchell to discuss 
the priorities situation relative to 
wiring supplies and wiring equip- 
ment. Heads of electrical wholesale 
houses in the Buffalo area attended. 

Numerous calls received at 
ciation headquarters were evidence 
that, in many instances, plants and 
electrical contractors entitled to such 
priorities for various jobs are not 
sufficiently aware of the right pro- 
cedure. 

A committee of five men was ap- 
pointed to determine what information 
should be released to the electrical in- 
dustry as a whole and possibly to 
purchasing agents in industrial plants. 
They are Merle Bedient, L. A. Wool- 
ley; C. O. Dean, Buffalo Electric Co. ; 
E. R. Evansy Graybar Electric Co.; 
George Kehoe, General Electric Sup- 
ply Corp.; and R. P. Sackett, H. I. 
Sackett Electric Co. Merle Bedient is 
chairman. 


asso- 


In Recognition of 
Distinguished Service 


The committee in charge of the 
James H. McGraw Award announces 
two 1941 “medalists,” namely Dwight 
G. Phelps, vice-president of Colt’s Pat- 





Dwight G. Phelps 


Arms Manufacturing Com- 
pany and Robert W. McChesney, 
executive vice-president of Harry 
Alexander, Inc. 

The manufacturers’ medal and purse 
is awarded to Dwight Phelps “in rec- 
ognition of his distinguished contribu- 
tion to the advancement of the manu- 
facturing branch of the electrical 
industry in the surveying of 
experience within the industry to es- 


ent Fire 


wage 
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NON-RAVELING 


STRAIGHT TEARING 
HIGH TENSILE STRENGTH 
HIGHLY INSULATING 


< / STRONG ADHESION NS 


/ UNITED STATES RUBBER COMPA 


Rockefeller Center - New York, N. Y. 
ALSO MANUFACTURERS OF U.S. ELECTRICAL WIRES AND CABLES 


Security Beyond Price and Specificatio 





tablish a sound basis for company 
policy and for minimum wage control 
under the Walsh-Healy law.” In 1937, 
as chairman of the Industrial Relations 
Committee of NEMA, he organized 
an industry wage survey, embracing 
factories of many member companies. 
Later he became chairman of the 
Walsh-Healy Committee appointed by 
NEMA to cooperate with the federal 
geovernment in establishing a minimum 
wage rate for the electrical manufac- 
turing industry. 
‘he contractors’ medal and purse is 
varded to Robert W. McChesney, 
vho, as president of the National Elec- 
rical Contractors Association and a 
‘lose observer of national trends in 
the industry, realized that the govern- 
ent’s policy of having defense con- 
struction handled by large general 
contractors on a cost-plus-fixed-fee 
basis implied a threat to the rights and 
future of the specialized sub-contrac- 
irs engaged in building construction. 
His leadership, tactful negotiation, and 
vide knowledge, have been of the 
greatest service in preventing the ab- 
s irption of electrical construction by 
general contractors on national defense 


irk. 


Consolidates 


CHICAGO—The organization of the 
Wil-Son Manufacturing Corp. is an- 
nounced as a reorganization of Wilson 
Lighting, Inc., the successor to the 
Wilson Sales Co., Inc., and the Wilson 
Manufacturing Co. 

Wesley Wilson, who founded Wil- 
son Lighting Inc., is president of the 
new corporation. The fluorescent divi- 
sion of Wil-Son Manufacturing Corp. 
has combined and revised the entire 
lines of the old companies into a single 
line of industrial, commercial, and 
residential fluorescent lighting fixtures 
lhe company is located at 152 W. Erie 


St., Chicago. 


New Jersey Leagues 
Meet 


The ninth annual convention of the 


New Jersey Cr yuncil of Electrical 
eagues convened at Atlantic City Oc 
ber 11, attracting a total of 176 
lembers and guests. Most important 
‘iece of business was the contractor’s 
censing legislation which was 
mended by the committee in charge of 
he bill and then 
onvention. 


approved by the 
Copies of the bill wer: 
upplied to league representatives 
rder to secure approval of the indi- 


idual leagues. 


4T THE G.E. fluorescent preview held at the Statler while NEWA 


convention members were there, 
district manager, G.E. Detroit; A. 


camera catches W. D. Cameron, 
Marshall, president, Detroit Edison 


Co.; N. H. Boynton, general sales manager, General Electric Lamps. 





G.E. Previews 
Fluorescents for 1942 


Nearly 1100 lighting men from 
leading concerns attended the General 
Electric conference at the Hotel Stat- 
ler, Detroit, October 15. Subject of 
meeting was a fluorescent preview for 
1942 at which N. H. Boynton, gen- 
eral sales manager for G.E. Lamp 
Department, spoke on “The State of 
the Nation As Pertains to Fluores- 
cent”; W. C. Brown, president I.E.S., 
addressed those present on “An 
Engineer Takes a Look at Fluores- 
cent”; and H. Freeman Barnes, sales 
promotion and advertising manager 
for G.E. Lamp Department, put on a 
one-man show entitled “Fluorescent— 
How To Sell It”, assisted by live 
models and a variety of inanimate 
stage props. 

Leading wholesalers from all parts 
of the United States present at the 
NEWA convention were able to at- 
tend, together with local 
men—jobbers, 


electrical 
contractors, fixture 
manufacturers, utility men, ete. 

Such conferences are scheduled for 
a long list of cities, and three troupes 
are on the road to stage the 
from coast to coast. In the Eastern 
Troupe are E. E. 
eral sales manager: H. F. Barnes, sales 
promotion James’ Ketch, 
illuminating engineer: and Harold 
Green, in charge of the light condi- 
tioning promotion. The Central crew 
consists of N. H. Boynton, general 
Matthew Luckiesh, di- 
of Lighting Research Labora- 


shows 
P “+ > ter t 
otter, eastern gen- 


Manager ; 


sales m inager ; 
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tory; and L. C. Kent, managing 
director of G.E. Institute at Nela Park. 
Western Troupe is composed of C. O. 
Brandel, Nela Park sales executive; 
C. E. Weitz, Nela Park consulting en- 
gineer; Arthur Loewe, co-ordinator of 
fluorescent lamp manufacture and the 
fixture makers; W. C. Brown, E. D. 
Stryker and R. P. Burrows, Nela Park 
executives. 

\mong the towns already covered, 
or on the schedule are Springfield, 
Boston, Portland, Albany, Syracuse, 
Rochester, Buffalo, Philadelphia, Balti- 
more, Washington, Richmond, Atlanta, 
Birmingham, Chattanooga, Charlotte, 
Reading, New York, Newark, Pitts- 
burgh, Toledo, Cleveland, Columbus, 
Cincinnati, Des Moines, Rock Island, 
Indianapolis, Milwaukee, Grand Rap- 
ids, St. Louis, Kansas City, Oklahoma 
City, New Orleans, Omaha, Chicago, 
Salt Lake City, Los Angeles, San 
Francisco, Portland, Seattle, Spokane, 
Duluth, St. Paul, and Minneapolis. 


Southern Minnesota 
Supply Enlarges 


MANKATO, MINN. — A branch 
house covering 2200 square teet has 
been opened by The Southern Minn 
sota Supply Co. in Rochester. Its elec 
trical department will be headed 

by John W. Hoerr. The man 

has added two new electrical 
men, Vince Adelman and Frank Back 
lund, while Bill Dorn has been moved 


from inside sales to outside selli o. 








© Here’s the book that tells you 


om Comcly with the mnmum requicg 
“SPECIFIC ATIONS 
FOR LUMIN Ain 
FITTINGS AND AUXILI ARIES - 


ana FOR MWORESCENT tant ‘ why Certified FLEUR-O-LIER fix- 
= tures give you and your customers 
fluorescent lighting at its best! 


Use the coupon to get your copy. 


€. j 
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IN HEAVY HUDDLE at Steiner 
Electric Co., Chicago, are, from the 
left, Joe Pearson, secretary; Leon 
Weisbrod, buyer; and C. F. Casey, 
store manager. 









FLEUR-O-LIER® 


Commercial and Industrial Fix- 
tures for Fluorescent Lamps— 
Participating Manufacturers 
Comply with Uniform Stand- 
ards 


\ line carried in every advertisement 
~ the Fleur-O-Lier Manufacturers 
reads: “Participation in the Fleur-O-Lier 
Manufacturers’ program is open to any 
manufacturer who complies with Fleur- 
O-Lier requirements”. 

Organized in a very small way in 1939 
when Fluorescent lamps were first be- 
ginning to attract the earnest attention 
the public and having as its major 
objective the building of commercial and 
industrial fixtures for fluorescent lamps 
to 50 high standards set up by the 
Mazda lamp manufacturers in the in- 
terest of the public, this group now in- 
ludes in its membership nearly forty 
manufacturers. and is conducting a con- 
tinuous national advertising campaign 
for “Certified Fleur-O-Liers”. 

Not only must those who participate 
n the Fleur-O-Lier program build their 
product to the fifty standards, but they 
must also submit their fixtures for test 
und check to Electrical Testing Labora- 
tories, New York, an important expert 
iuthority, which does the certifying after 
testing the sample fixtures submitted by 
ach manufacturer. These tests, needless 
to say, are thorough, exhaustive, and 
scientific and include check of such 
tems as flicker correction, durability, 
safety, ventilation, efficient lighting per- 
formance, dependable ballasts and start- 
rs, high power factor, ease of mainte- 
nance and _ forty-two other rigid 
specifications. 

Certification implies not only the 
riginal test and check before use of 

*This review of Fleur-O-Lier manu- 
facturer activities was to have been pub- 
lished in our Second National Lighting 
Show IN-PRINT, September 1941 issue. 
Circumstances beyond our control made 
that impossible. 


the Fleur-O-Lier label is authorized for 
use on identical fixtures, but also cease- 
less vigilance in follow up tests and 
checks in “ad lib” samples picked off 
the production line by E. T. L. repre- 
sentatives and by check of fixtures in 
the open market. 

Fleur-O-Lier manufacturers are kept 
posted on all new developments and im- 
provements in fluorescent lighting which 
have any bearing upon fixtures through 
a bulletin service issued by Electrical 
Testing Laboratories. All Fleur-O-Lier 
fixtures for fluorescent lighting are 
guaranteed by their manufacturers to be 
free from defects in material, workman- 
ship or assembly. This guarantee is uni- 
formly in effect for a period of ninety 
days from delivery or purchase. Head- 
quarters of the group are maintained at 
2116 Keith Bldg., Cleveland, O., under 
the name Fleur-O-Lier Manufacturers. 

The essence of the Fleur-O-Lier pro- 
gram is embraced in three words—test, 
certification and guarantee. An educa- 
tional program of national advertising in 
such magazines as Business Week, the 
Saturday Evening Post, Time, and Na- 
tion’s Business and in leading industrial 
publications is designed to aid wholesalers 
in making sales by everlastingly telling 
commercial, industrial and other potential 
buyers about Fleur-O-Liers and_ their 
advantages. 


Going to Town 
At Germantown 


PHILADELPHIA — The boys from 
Germantown Electric Supply turned 
out en masse to take part in the pic- 
nic sponsored by the Electrical Con- 
tractors Association recently. A team 
made up of the Germantown Soft- 
baller defeated the contractors’ team 
by a football score. A gold cup was 
awarded to the winners. 

Their athletic activities will carry 
through the year with a bowling team 
formed under the leadership of J. W. 
\lexander and Philip R. Snyder. The 
fellows turned out to have a good time 
this year, with the long-term objec- 
tive of competing in the Electrical 
League next year. 

Nathan Graubard is the new mana- 
ger of the electrical appliance depart- 
ment at Germantown. Quite inven- 
tive, he recently designed a_ special 
delivery chute which is working won- 
ders in speeding up deliveries. 


M. B. Austin Buys 
Walker Electric Div. 


CHICAGO—Announcement has been 
made of the purchase of the Outlet and 
Switch Box Section of the Walker 
Electrical Company, Atlanta, Ga. by 
M. B. Austin Company of Chicago. 
The Walker plant will be moved to 
Northbrook, IIl., where Austin is build- 
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ing a new manufacturing unit. Pro- 
duction is expected to start shortly 
after the first of the year, and together 
with the normal Austin production, 
will help meet the increasing demand 
for this class of material which has 
been brought about by national defense 
needs. 

The purchase includes machinery, 
tools and dies required in the manu- 
facture of the Walker line of outlet 
boxes and covers, switch boxes and 
bar hangers. 


Chown Moves 


PORTLAND, ORE.—In order to ob- 
tain room for their increasing business, 
Chown Electric Co., this city, has pur- 
chased and moved into their building 
at 112 S.W. 2nd Ave. This gives them 
approximately 15,000 square feet of 
space as against the 3200 square feet 
in their former location a block down 
the street. They now have plenty of 
warehousing facilities, nicely equipped 
offices and showroom. 


Westinghouse Increases 
Lighting Production 


In order to meet demands for its 
lighting equipment, Westinghouse has 
completed three new buildings at 
Cleveland, increasing their production 
100 percent. Eleven hundred employ- 
ees, twice the number at the start of 
defense production, are now on the 
lighting division’s payroll. 

Major new production facilities in- 
clude 40 percent additional manufactur- 
ing space, a new power house, 11 

(Continued on page 64) 





FIRST TIME they ever caught the 
boss with his eyes closed, the staff 
reports. In the rear are: June Carson; 


Paul Stokke, outside salesman; 
Gordon Dedrick, inside salesman. Sit- 
ting are Arnold Leviton, city desk; 
William Blaine, president; Mike 
Hilger, outside salesman. All are with 
Blaine Electric Co., St. Paul, Minn. 





37 





Black out 
competition 
with Hygrade 
Fluorescent! 


All over America today, business men are Tremendous advantages 
awake to the tremendous superiority of the 
new, modern, beautiful fluorescent lighting. 


For HyGRADE—backed by 40 years experi- 
ence in lighting—pioneered in the field of 
And by selling HYGRADE Fluorescent light- fluorescent—has exclusive patents in fluor- 
ing equipment—you can put yourself in a escent—has more experience in fluorescent 
unique position to reap the big rewards of — builds more quality in all fluorescent 
this keen interest! equipment ... and as a result of powerful 





national advertising, your prospects know 


Because we ourselves enjoy a unique posi- 
these facts! 


tion in the fluorescent lighting field —a 
nationwide reputation for EVERYTHING But don’t delay! 


in fluorescent —at its finest! Act right now to cash in on the fat profit 


What does this mean to you? opportunities that exist right now — all 


1 hat H ; around you! — with HYGRADE Fluorescens 
7 es eee ee ee poe ae do Lighting Equipment! Write today for cor 
an all-round better lighting job—a complete plete information. 


lighting job—with every unit guaranteed. . 


By selling HyGRADE fluorescent lighting 

equipment, you become not just a “lamp 
salesman” or a “Fixture salesman,” but an 
authority on finer fluorescent lighting —and 
have the tools at your command to land Also makers of HYGRADE Incant 
bigger, more profitable installations! Lamps and Sylvania Radio T 


HYGRADE SYLVANIA CORPORATIO 
Dep’t. W2, Salem, Mass., Est. 19 


Brilliantly illuminated section of Sperry Gyroscope Company plant, Brookl 


“HYGRADE-_ 


Te 


all-round better pe 
on Mirastat starters. 




















NEARLY 100 PATENTS PROTECT HYGRADE LIGHTING PRODUCTS! Extraordinary lighting efficiencies are obtained in 
Hygrade Fluorescent Lamps by tuning the ultra-violet energy to the 2537 Angstrom Units wave length effective in causing the 
porous film (Hygrade Patent No. 2,096,693) te generate light as shown in Hygrade-controlied Patent No. 2,126,787. Hyaqrade 
products are exclusively protected by a large number of other patents, including No. 2.201.817 and No. 1.982.821 

Hygrade Miralumes incorporate the high power factor, low stroboscopic circuit described in Hygrade patent 2,195,114 and the 
quick, trouble-free starting deseribed in Hygrade patent 2,195,115. Practical desiqn features that meet the specific needs of 
industrial and commercial light users are described in Hygrade patents D-120,563, D-122,145, D-122,236, and D-122,903. 





Superior coating — protected by exclusive Hygrade patents — means Shown here are three of Hygrade’s complete line of finer-quality fivor- 
evenly distributed lighting along the entire length of each escent lighting fixtures for every use. Hygrede fixtures ore eveileble for 
Hygrade Fluorescent lamp for its entire life! continuous row lighting in both commercial and industrial installations. 
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t Wholesaler Convention 


riorities Lake Qver 


Speakers, committee work, lobby conversations revolve around 


priorities and their part in obtaining materials for defense work 





HEN the gavel came down to 

start the Opening Session of 

the semi-annual convention of 
the National Electrical Wholesalers 
\ssociation at Detroit last month, 
there were more than 700 electrical 
wholesalers and manufacturers in 
the room. This unusually large 
crowd, far surpassing any previous 
attendance record, was there pri- 
marily to learn everything possible 
about priorities—what they are; 
when they can be used; how they 
should be employed to obtain ma- 
terials. 

While this topic has been dis- 
cussed in print and from the plat- 
form for many months, frequent 
changes and greater difficulties in 
obtaining materials have been con- 
fusing to everyone in business, with 
the result that the entire electrical 
industry is deeply concerned and its 
nembers came to Detroit to try to 
lear up the situation. With the help 
of A. L. Williams, Special Assist 
ant in charge of administering the 
Defense Supplies Rating Plan, who 
was principal speaker at the Open- 
ing Session, much was accomplished. 

Mr. Williams did not attempt to 
either harangue or “pep talk’’ that 
crowd assembled in the Hotel Stat- 
ler’s Ballroom. Rather, he con- 
centrated on suggesting ways for 
wholesalers, their suppliers and cus- 
tomers to make the priorities sys- 
tem work most effectively to speed 
the defense program along. He got 
down to complete details In order 


10 


to help his suppliers replace mate- 
rials, the O.P.M. official advised 
that it is essential that the whole- 
saler identify his defense business, 
also make an analysis of at least 85 
percent of his volume to determine 
the percentage that is defense and 
non-defense. Williams made it clear 
that O.P.M. realizes that it is im- 
possible and impractical for the 
wholesaler to check the destination 
of every item leaving the ware- 
house, but he did say that an aver- 
age can be obtained by checking 
with his customers. This average 
will be satisfactory for reporting to 
all manufacturers (excepting ap- 
pliance producers, obviously), al- 
though, if possible, it would be 
desirable to give specific informa- 
tion to individual suppliers. 

He stated that nothing will be 
permitted to interfere with the 
maintenance and repairs plan be 


keep estab- 


cause it was created to 
lished essential and civilian indus- 
tries in operation. Consequently 
he advised that if wholesalers or 
their customers have difficulty in 
obtaining materials that legitimately 
belong in this classification, even 
with the help of an A10 rating, they 
should contact Washington. Mr. 
Williams said that the wholesalers 
should obtain Bulletin No. 4 if they 
are doubtful about how they oper- 
ate under the plan. 

Following his extremely informa- 
tive talk, he conducted a long ques- 
tion-and-answer session to clear up 





many of the points still hazy to the 
wholesalers and manufacturers. To 
express its appreciation for his en- 
lightening talk, the audience rose 
and gave Williams  standing-ap- 
plause. 

Addressing that same meeting, 
John M. Newton, President of 
Oakes Electrical Supply Company, 
Holyoke, Massachusetts, and Chair- 
man of the Executive Commit- 
tee, stated that inflation is al- 
ready here with its many problems 
to be met by the electrical whole- 
saling industry, as well as all other 
business groups and consumers. 
He cited that steadily mounting 
taxes are with us not only for the 
next year or two but will continue 
into a long future, so taxes had bet- 
ter be fully recognized by the 
wholesalers and considered in their 
costs of doing business. 

Other expenses such as salaries 
and rents are increasing. The in- 
dividual wholesaler’s expenditures 
on long distance telephone calls and 
telegraphs are mounting, too. To 
illustrate, Mr. Newton said that the 
average wholesaler is now making 
double the number of phone calls, 
sending twice the normal number 
of telegrams, in order to provide 
service to his customers. Here 
again, he advised that the whole- 
saler who is going to stay in busi- 
ness must consider these rising ex- 
penses of doing business in his 
selling costs. 


As far as NEWA itself is con- 
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cerned, Mr. Newton reported that 
the membership is double that of 
1932, with the growth continuing 
steadily each year. In concluding 
his talk, the chairman suggested 
that electrical wholesalers should 
be laying plans now in order to es- 
tablish strong bases when the pres- 
ent emergency has passed. 

Managing Director E. Donald 
Tolles said that on three of the four 
occasions that NEWA_ has con- 
vened at Detroit, the nation has 
been confronted with trying condi- 
tions. The first time was in 1916 
when a foreign war was on and 
the nation was disturbed. The 1927 
meeting was the exception, when 
everything was whirling along 
nicely with peace and prosperity on 
all sides. Then in 1934 the mem- 
bers of NEWA came to Detroit 
again, and that was just when the 
depression was lifting and N.R.A. 
was coming into the picture, with 
an Electrical Wholesaling Code be- 
ing formulated and the membership 
asking hundreds of questions on its 
operation. With NEWA _ assem- 
bling in Detroit again this year, it 
was not necessary for Mr. Tolles 
to go into detail, for all those in 
the audience realized that the pres 
ent situation is fully as serious as 
those previous ones. 

Mr. Tolles then introduced repre- 
sentatives of the following firms 
that have joined the association 
\tlantic 


Baltimore ; 


since the last meeting: 
Electrical Supply Co., 
Baltimore Electric 
Granite City Electric Supply Co., 


Supply Co... 


Quincy, Mass. (from special to 
Monumental 
Baltimore ; 


regular member ) 

Klectrical Supply Co., 
Reliance Electric Co., 
N. J.; Salt Lake City Hardware 
Vallev Electric 
Tupelo, Miss. (Fol- 


lowing that session but before the 


Camden, 


Co.: Tennessee 


Supply Co., 


convention ended, three more firms 
became members of the association: 
Kirby-Risk Co., Lafayette, Inc., and 
two major appliance distributors, 
H. G. Bogart Co., Toledo, Ohio, 
and Empire State Distributors, Al 
bany, N. Y.) 

Mr. Tolles also introduced N. W. 
Graham, President of Graham- 
Reynolds Electric Company, Los 
Angeles who has been a member of 
NEWA continuously for 33 years, 


but seldom attends the national 
meetings because of the long dis- 
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tance to be travelled. Furthermore, 
the Pacific Division of NEWA 
holds its own meetings on the coast. 

Social highlight of the Detroit 
convention was the cocktail party 
and buffet supper on the evening 
of the 16th, provided by the vari 
ous electrical interests of that city. 
The entire convention was invited 
to the affair, the invitation being 
tendered by Wholesaler Lyle Fife 
at the Opening Session, speaking 
for his fellow members of Detroit's 
electrical industry. Judging by the 
size of the crowd that jammed into 
the Statler’s ballroom that Thurs 
day evening, nearly 100 percent of 
the conventioneers took up the in- 
vitation. It was a grand party with 
fine food and a string of entertainers 
that brought the house down. 
Everyone there was deeply grate- 
ful to the Detroit electrical group 
for its cordial hospitality. 

On the previous evening, General 
Electric’s Lamp Department staged 
a dinner which was followed by a 
business session previewing fluores 
cent lighting for 1942. 

As is customary, the May meet- 
ing of the National Electrical 
Wholesalers Association will be 
held at The Homestead, Hot 
Springs, Virginia. The dates are 
May 17th to 21st. 


(1) Sam Weinress, Efengee; F. R. Eise- 
man, Revere Electric, Chicago; S. Rosen- 
field, United Electric, Salt Lake City; 
VM. J. Whitfield, Appleton Electric. 


(2) H. W. Desaix, Watson-Flagg Sales 
Corp., Paterson, N. J.; J. L. Busey, 
G. E. Supply, Bridgeport; J. G. Johan- 
nesen, G. E. Supply, New York. 


3) A quartet composed of L. L. Hirsch, 
Electric Supply Co., New Orleans; H. 
M. Gansman, Wesco, Philadelphia; J. 
C. Schmidtbauer, Wesco, Chicago; T. S. 
Nolan, Edwards & Co. 


(4) Clarence Steber, Steber Manufactur- 
ing; M. C. Carroll, Chase Shawmut; 
Joe Kissinger, Chase Shawmut; Gene 
Hagen, Steber Manufacturing; Theodore 
W. Briegel, Briegel Method Tool. 


(5) All headquarter in New York—E. J. 
Dailey, Graybar; P. D. Briggs, Ilg; A. 
H. Nicoll, Graybar; Frederick P. Com- 
bier, Fibre Conduit Co. 


(6) Frank Dolan, Paranite; Sam Wein- 
ress, Efengee Electric; Otto Franken- 
bush, Hawkins Electric; E. W. Getke, 
Metropolitan Electric Supply; Leonard 
Cohn, Triangle Electric Co.; Harry D. 
Roseth, Co-Op Elec.—all Chicagoans. 
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Committee Reports 





Apparatus And Control 
H. Czech, Acting Chairman 


Requirements of national defense 
production make this equipment 
more necessary than ever in indus- 
trial plants and wholesalers should 
continue to place emphasis on these 
The committee recommended 
that the manufacturers further sim- 
plify their catalog listings and tech- 
nical data. 


lines. 


Armored Conductor 
C. S. Powell, Chairman 


With practically all the materials 
used in the fabrication of armored 
conductor on the critical list, this 
commodity is very difficult to obtain. 
Furthermore, for many months the 
demand has exceeded the supply 
with the result that both wholesaler 
and manufacturer surplus stocks are 
nearly depleted. Very few, if any, 


manufacturers will now accept 


orders for armored cables unless 


accompanied by a defense rating. 
Deliveries are slow and the situation 
is growing worse. Any substitute 
for armored cable would require the 
same amount of copper, therefore 
would not improve the situation. 


Cast Metal Conduit Fittings 
T. C. Treadway, Acting Chairman 


Due to scarcity of zinc, cadmium, 
etc. which are necessary in galvaniz- 
ing, the manufacturers stated that 
they are experimenting with bonder- 
izing, painting, lacquer with metallic 
base, etc. They advised that no sub- 
stitute would be adopted without 
Underwriters approval. Manufac- 
turers were not optimistic as to an 
improved materials situation. They 
offered to help wholesalers move 
stocks if the 
salers would list those items. The 


slow-moving whole- 


manufacturers urged the wholesal- 
ers to cooperate fully in supplying 
priority data. 





(1) N. H. Boynton, G. E. Lamps, and 
Howard Nugent, Pass & Seymour, are 
interested in something to their right. 


(2) Walter Bieringer, Plymouth Rubber, 
and William L. Perry, Perry-Mann Elec- 
tric, Columbia, S. C. 


(3) Joseph Ward, Noma Electric Corp., 
and F. E. “Whitey” Webb, Requa Elec- 
tric Supply, Rochester, N. Y., were likely 
talking Christmas lighting. 
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4) Among the group attending from 
Boston were W. E. “Blackie” Daw, 
Manufacturers’ Agent, and George H. 
Wahn, George H. Wahn Company. 


(5) The big smiles are presented by J. 
A. Mayer, Graybar, New York, and Wil- 
liam M. Goodrich, Goodrich Electric, 
Chicago. 


(6) L. W. Korsmeyer, Korsmeyer Co., 
Lincoln, Neb., and A. E. Holton, Para- 


nite, go unusually serious on us. 
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Conduit 
L. E. Latham, Chairman 


The demand for rigid conduit is 
even exceeding the demand as fore- 
cast by the committee at the Hot 
Springs convention. Manufacturers 
are working at full capacity in an 
attempt to meet the demand and 
some of them are increasing their 
plant capacities. The percentage of 
black conduit being used now in 
relationship to galvanized is at the 
highest point in many years and the 
demand for black is still growing. 
In spite of the unusually high de- 
mand for rigid conduit the manufac- 
turers are making deliveries at a 
satisfactory rate. 


Fan Motors 
W. L. Perry, Chairman 


Manufacturers said that they 
expect to be able to furnish fans 
in satisfactory volume for the 1942 
season provided the Civilian Supply 


Board does not issue curtailment in- 
structions. Fan lines will be simpli- 
fied and larger standard sizes will 
be emphasized. The trend appar- 
ently is away from the plan of con- 
signing fans to wholesalers. 


Industrial And Commercial Lighting 
W. W. Booth, Chairman 


As recommended at the Hot 
Springs meeting, much progress has 
been made in eliminating service dif- 
ficulties in fluorescent lighting 
through the manufacturers provid- 
ing more careful testing, better 
quality and improved printed in- 
structions. Substitute materials 
were discussed including equipment 
made primarily of glass. The com- 
mittee recommended full considera- 
tion of substitutes for critical ma- 
terials and the manufacturers stated 
that they have been discussing this 
phase with O.P.M. 

Improved lighting for industry 








(1) From New England way came F. J. 
Healy of Hygrade Sylvania and M. C. 
Carroll of Chase Shawmut. 


(2) Jim Bennan of Jefferson Electric 
and Otto Frankenbush, Hawkins Electric, 
Chicago, look well pleased with Detroit. 


(3) J. B. Dunn, Tower-Binford Electric, 
Richmond, Va. and C. L. Nicholson, II, 
Pass & Seymour, do a bit of heavy 
talking. 
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(4) N. C. Husted, Seyler Manufacturing, 
was headed for the elevator when the 
camera snapped him. 


(5) Part of the Chicago delegation con- 
sisted of R. L. Wildauer, A. H. & H., 
and A. J. McGivern, Chicago Electrical 
Wholesalers Assn. 


(6) J. P. Martin, Martin Electric, Day- 
ton, Ohio; Les Morrow, Plymouth Rub- 
ber; and Herb Carlson, Electric Fixture 
& Supply, Omaha, face the camera. 
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COMMODITY COMMITTEE REPORTS | 








was discussed and a number of 50 


footcandle industrial installations 
were cited to demonstrate how ade- 
quate lighting is helping increase in- 
production; also 


dustrial defense 


that plant management and workers 
are enthusiastic about high intensity 
lighting. Because of the need for 
good lighting, manufacturers urged 
that individual wholesalers add one 
or more lighting specialists to their 
staffs. Due to radical changes in 
size, weight and type of equipment, 
the committee 
Lighting 


suggested that the 
Sub-Committee review 
provisions in the Underwriters Code 
and present at the next committee 
meeting an analysis of present code 
requirements. 


Lamps 
Herbert Metz, Chairman 
E. EB. 


sub-committee, said that 


Martin, chairman of the 
working 
with the manufacturers a new com- 
bination report and credit memo- 
randum, Form No. 2061-PC, had 
been developed. He stated that a 
number of B Agents 
vassed to determine the usefullness 


were can- 
of the form and without exception 
they reported that it saved con- 
Further 
study is being made to work out 


siderable time and money. 


additional refinements and make it 


effective. Mr. Martin 
also reported that progress is being 


still more 


made in developing economies in 
packaging and packing. The com- 
mittee extended its appreciation to 
the manufacturers for their decision 
to absorb the new excise taxes. The 
manufacturers agreed to develop or 
recommend suitable equipment to 


test fluorescent lamps 


Outlet, Switch Boxes & Associated 


Materials 
H. D. Roseth, Chairman 


The committee recognized that 
the box and fittings manufacturers 
have done exceedingly well in in- 
creasing their production for nat- 
ional defense, also keeping alive the 
civilian business. However with in- 
creased defense demands, manufac- 
turers may soon be unable to spare 
material for non-defense needs. It 
was the opinion of both manufadc- 
turers and wholesalers that the lat- 
ter could serve more effectively in 
view of defense requirements if they 
limited inventories of critical ma- 
terial to 30 or 45 days’ stock. It 
was thought that this would make 
possible a reasonable supply to all 
wholesalers. 

The suggestion was made that 
wholesalers consider the possibility 


of establishing regional clearing 





(1) Manufacturer A. S. Merrill, Simplet 
Electric Co. and Wholesalers C. McKew 
Parr, Parr Electric Co., Newark, and 
K. W. Fitzpatrick, Fitzpatrick Electric 
Supply, Muskegon, Mich. 


2) B. Merritt, Mill Power Supply, 
Charlotte, N. C.; M. D. Walker, Walker 
Bros.; C. E. Ludovici, Wesco, Phila. 


3) Joe Kahan, Lincoln Manufacturing 
Co.; John H. Parker, Union Insulating 
Co.; C. J. Litscher, Litscher’s Whole- 
sale Electric, Grand Rapids, Mich. 
camera interrupted Chris in the midst of 
a hearty laugh). 


(4) James P. Laughlin and Henry Rein- 
hardt, both of Frank Adam Electric Co., 
discuss their contacts. 


5) Plenty of enjoyment by Frank Seiler, 
Wholesaler’s Salesman; H. W. Groet- 
zinger, Manufacturers’ Agent, Pittsburgh; 
George F. Brown, Fullman Mfg. Co. 


6) Ernie Hasselquist, Fox Electric Sup- 
ply, Elgin, Ill.; Harry J. Kahn, Thomas 
& Betts, Chicago; August Kubec, Kubec 
Electric, Chicago. Looks as though Ernie 
was getting his eyes set for the flash. 
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points through which unbalanced 
stocks may be exchanged. The 
‘committee stated that electrical 
wholesalers are engaged in an essen- 
tial industry, are directly and in- 
directly contributing to national 
defense, therefore justifiable efforts 
may be put forth to secure a pre- 
ferential rating for the electrical 
wholesaling industry as a whole. 


Outside Construction Materials 
G. H. Miller, Chairman 


Committee felt that a service 
would be rendered to national de- 
fense if the manufacturers set out to 
simplify their lines. They recom- 
mended that the manufacturers 
study the movement of their lines, 
item by item, to eliminate items of 
questionable necessity during the 
present emergency in order to con- 
serve essential defense materials. It 
was also recommended that when 
new numbers are introduced to 
supercede others, the lattter be 
dropped from succeeding publica- 
tions. 


Residential Lighting Fixtures 
F. Argast, chairman 


In reference to the national de- 
fense program there was consider- 


able discussion relative to lighting 
fixtures for defense housing. Manu- 
facturers said that the supplying 
of priority data, when obtainable, 
would be of considerable help to 
them in obtaining materials. Due to 
the critical materials situation, both 
the committee and manufacturers 
agreed that further simplification of 
lines is desirable. There is no let 
down in the activities of ALEA 
as evidenced by the launching of an 
advertising program. 


Small Socket Appliances 
L. G. Moore, Jr. 


The committee was cognizant of 
the extreme importance of national 
defense, but believed that because 
the small amount of raw materials 
used in small socket appliances is 
negligible in relation to the thou- 
sands employed in the industry, 
that consideration should be given 
small appliance manufacturers in 
the allocation or allotment of raw 
materials. Regarding the Federal 
Retailers Sales Tax of 10 percent 
on clocks, the committee stated that 
any clock sold direct to users, or 
sold for any purpose other than 
resale, is subject to 10 percent tax 
on the price for which the clock is 
sold. While there will be consider- 
ably fewer small appliances avail- 
able in 1942, the manufacturers said 





1) W. B. George of Johnson Electric 
Supply Cincinnati, receives a _ present 
from Felix Van Cleef of Van Cleef Bros. 
before one of the member-meetings. In 
background is Alfred Byers, secretary of 
the association. 


2) E. L. Robinson of Crescent Wire & 
Cable and August Kubec, Kubec Electric, 
Chicago, do a shoulders-back. 


3) Probably a discussion of priorities 


has Felix Van Cleef, Van Cleef Bros., 
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and Ed Ervasti of Wolverine Tube in 
serious conversation. 


(4) Talking in the lobby were H. E. 


Rasmussen, Peerless Electric, Indianapo- 
lis; W. G. Leukhardt, Lincoln Mfg.; and 
R. F. Warner, Gillinder Bros., something 
about lighting we presume. 


(5) From St. Louis came C. E. Vail, 
United Electric Supply, and L. E. Bar- 
rett, Barrett Electric Supply, to get lat- 
est information. 
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there will be enough to require real 
sales effort by wholesalers. 


R.E.A. 
D. C. Guest, chairman 


At the present time R.E.A. proj- 
ects do not have a priority rating 
except on those lines serving de- 
fense projects, but operating coop- 
eratives can use priority assistance 
provided in Preference Rating Order 
P-46, the Maintenance, Repair and 
Supplies Plan for utilities. 

Following the Hot Springs meet- 
ing a protest was made to R.E.A. 
Administrator Harry Slattery in 
opposition to por )] buying of refrig- 
erators and appliances. In his reply 
dated June 27, Mr. Slattery said 
that R.E.A. does not buy or sell 
appliances, but will make loans to 
R.E.A. systems in accordance with 
Section 5 of the Rural Electrifica- 
tion Act to enable members to ac- 
quire appliances. His letter also 
stated that R.E.A. financing would 
apply to purchases by R.E.A. mem- 
bers of any type or make of electri- 
cal appliances and equipment from 
any source, local dealer or others, 


” 


provided the type, price and speci- 
fications are approved by R.E.A. 
These specifications must conform 
to NEMA standards. 

On August 1, 1941, the Associa- 
tion’s representative conferred with 
an R.E.A. official and part of his 
report reads as follows— 

‘Following the collapse last spring 
of the Administration’s attempt to 
secure bids on a standard domestic 
refrigerator for national distribution 
through cooperatives under R.E.A. 
direction, it was decided to with- 
draw completely from any further 
attempt in this direction. This de- 
cision covered not only electrical re- 
frigerators, but all domestic electric 
appliances. It is now the policy of 
the Administration to place abso- 
lutely no restriction on the source of 
supply used by the farmer and the 
cooperatives in purchasing electrical 
appliances.” 


Ventilating And Air Conditioning 
Equipment 


J. Sidway, Chairman 
The trend towards simplification 
of equipment has been accelerated 





(1) Two wholesalers flank a manufac- 
turer—B. T. Hare, Rumsey Electric, 
Philadelphia; F. W. Burmeister, Robbins 
& Myers; Fred R. Eiseman, Revere 
Electric Supply, Chicago. 


(2) R. F. Warner, Gillinder Bros.; Dave 
Dobkin, Dobkin Electric Supply, Chi- 
cago; G. E, White, Central Electric Sup- 
ply, Battle Creek, Mich., took the pic- 
ture-taking rather seriously. 

3) Quite a way from home were Sam 
Beck, Central Electric Supply, Denver; 
P. A. Douden, Manufacturers’ Agent; R. 
B. Adams, Hendrie & Bolthoff, Denver. 


(4) Harry Roseth, Co-Op Electric Sup- 
ply, Chicago; Joe Riesman, Royal Elec- 


tric; L. J. Segil, L. J. Segil Co., Chi- 
cago; L. D. Kichler, L. D. Kichler Co., 


Cleveland, toss out ready smiles. 


(5) Along the line from the left are 
Dave Lappin, Lappin Electric, Milwau- 
kee; Mack Shemer, Progress Manufac- 
turing; Bob Goldberg, Liberty Electric, 
Chicago; Earl Grawoig, Continental 
Products; Fred Benson, Mitchell Manu- 


facturing; George Anderson. 


(6) A. R. Johnson, Cutler-Hammer; G. 
R. Warren, Warren Electric, Sioux 
City; Herb Carlson, Electric Fixture & 
Supply, Omaha, are interrupted by the 
camera. 
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by the present shortage of materials. 
[he use of aluminum in fans and 
blowers has been put under strict 
regulation and only in most excep- 
tional instances can aluminum be ob- 
tained. Such an example might be 
an explosion proof job on a govern- 
ment project. Phe manufacturers 
thanked the membership for their 
efforts in furthering a standard test 
code for rating ventilating fans and 
blowers. 


Wires And Cables 


F. R. Eiseman, Chairman 


Manufacturers advised that due 
to the severe copper shortage there 
will be very little copper available 
for anything but high priority speci- 
fications. This means that not much 
wire will be available for civilian 
use or even A-10 priorities. All 
members have received a_ bulletin 
from the U. S. Dept. of Commerce 
on Simplified Practice Recommen- 
dations for copper conductors for 
building purposes. This covers the 
elimination of sizes 3 and 5, also 
s1zes above 500,000 C.M. to be car- 
ried as stock items by wholesalers 


and manufacturers. At its Houston 
meeting NECA recommended fur- 
ther eliminations of rubber covered 
wire as stock items and these recom- 
mendations will be presented to the 
LU. S. Bureau of Standards, Dept. 
of Commerce. 


Wiring Devices 
C. McKew Parr, Chairman 


Manufacturers urged the whole- 
salers to order for stock only such 
material as would be needed in the 
reasonably near future for approved 
purpose and to refrain from inflating 
orders for stock in order to accumu- 
late or hoard scarce materials. The 
committee informed the manufac- 
turers that the membership would 
cooperate wholeheartedly in this ef- 
fort. 

Meeting with the fuse manufac- 
turers, the latter explained the forth- 
coming change in the Underwriters 
Code whereby effective Nov. 1, 1941 
so-called non-tamperable fuses will 
be called for in the Underwriters 
regulations subject to the rules of 
the various local electrical super- 
visory bodies. 








1) Clockwise around the circle, from 
the left, are Denny Cohen, Glasco Elec- 
tric, St. Louis; Franklin McDermott, 
Wagner Malleable Iron; J. R. Richards, 
Steel City Electric; Frank Howe, Kan- 
sas City Mfg., Agent. 


2) A profile by Kenneth C. Gifford of 
Schick Shaver and a squint by M. C. 
Taradash of Hyland Electric Supply, 
Chicago. 


3) Back to camera is C. B. Harlow, 
Benjamin Electric Mfg.; next is Van 
N. Marker, Revere Elecrtic Mfg., and 
Al Overbagh, Overbagh & Ayres. 


(4) The “Stetson” group consists of 
Waldso Turner, Turner Electric Supply, 
Detroit; Herman Joos, Simplex Wire; 
Leo France, Appleton Electric; Allen 
Nesbitt, Harvey Hubbell. 


(5) Phil Litner, Bright Light Reflector, 
and Al Fromm, Morristown (N. J.) 
Electric, aren’t going to let the situation 
get them down. 


(6) Behind Mrs. DuPont is her husband, 
J. C. DuPont, Jr., Lighting Fixture & 
Electric Supply, New Orleans, and the 
tall fellow is Jim Bennan, Jefferson 
Electric. 
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By Ward Warburton 





For Faster Production— 
Sell Industrial Timesavers 


An aircraft plant, knowing that a power-minute saved may be a pro- 


duction-hour gained, installs a power distribution system designed to 


provide maximum flexibility in quick adjustment of current to load needs 








Openings at closely spaced intervals permit the plugging in of electric tools at any 


point desired. 


MERICAN Industry _ has 

stripped off its coat and rolled 

up its sleeves to tackle a 
mighty big task, that of creating a 
giant armament industry’ from 
scratch. So right now—and_ for 
some years to come—it will lend an 
attentive ear to muinute-clipping 
ideas, which can build toward big- 
To this 
end, the products of many electrical 


ger and better production. 
manufacturers provide endless sales 
building opportunities for wholesal- 


ers and their salesmen. 
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(Bulldog Electric Products Co. Photo) 


This explains in part why the 
J. E. Hardy Electric Company, 
wholesalers of Miami, Fla., sold 
several thousand feet of bus-duct and 
trolley-duct to the Intercontinent 
Aircraft Corporation for its new 
Having much of the 
needed materials in inventory and 


Miami plant. 


ready for delivery helped of course 
to get the order. 

Late last winter that aircraft com- 
pany began the construction of sev- 


including two for 
manufacturing use. 


eral buildings, 
These latter 









were to house a machine shop and 
an assembly line, as well as welding, 
foundry, hydro-pressing and _heat- 
treating operations. 

The Corporation realized that it 
had entered a race in which other 
There- 
fore, it was in the proper mood to 
consider a power-distribution setup, 
which by reason of its flexibility 
would serve to speed up production 


starters were well away. 


and thereby cut down some of the 
existing handicap. 

[In a fast-moving industry like air- 
plane manufacturing, production 
must keep pace with improvements 
as rapidly as they prove their worth. 
In fact, it is almost an axiom in that 
line of business that a design fre- 
quently is obsolete before it has 
been off the drafting board long 
enough to get into production. And 
production changes easily can mean 
alterations in power requirements. 

After studying the problem in- 
volved, Hardy Electric offered its 
customer a power-distribution sys- 
tem incorporating maximum flexi- 
bility in the quick adjustment of 
electric current to load needs. It 
was pointed out that, serving as a 
this bus 
duct conveys the current to any part 


continuous “panelboard,’ 
of the plant where power is re- 
quired. 

Production engineers were par- 
ticularly interested in the fact that 
a bus-duct installation can be tail- 
ored to fit any particular job. They 
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liked the idea that 
closely-spaced intervals provide for 
plugging into the power-source at 
any point desired. 


openings at 


They saw that, 
with such a flexible set-up, the re- 
location, replacement or addition of 
machinery could be accomplished at 
will with a minimum interruption 
of productive effort, because with 
them a power-minute saved may be 
a production-hour gained. 

As far as the writer knows, this 
sale of bus-duct was the first to be 
made in South Florida. But, be- 
fore installation had been fully com- 
pleted, this order was followed by 
another sold to a commercial air- 
transport company for powering its 
mechanical 
ment. 

The sale of industrial trolley-duct 
to that aircraft concern thumb- 
tacked another “First” on the Hardy 
scoreboard. This was South Flor- 
ida’s initial installation of duct espe- 
cially designed for powering port- 
able electric tools, and of course 
also represents still further produc- 
tion-gains for the customer. 

Manufactured in sections, which 
may be joined together giving any 
desired length, or disassembled for 


maintenance depart- 


re-location, trolley-duct puts ‘“mo- 
bile’ power wherever it is needed 
in the plant. 

Here again the production engi- 
neers saw how many valuable min- 
utes per day could be saved—and 
the tempers of workmen sweetened 
—because there would be no un- 
tangling snarled drop-cords. 
thermore, injury to the cord itself 
would be prevented and there would 
be no more delays while repairs were 


effected. Also the constant hazard 


that loose-swinging cords present to 
hurrying but careless feet would be 
no more. 

This installation provides a troi- 


10-ft. section, thus 
stepping up the potential, operating 
man-power, which efficiently can be 
used for production. 


ley for each 


Aside from these orders for bus 
and trolley duct, the Hardy firm 
also sold a fine lot of wiring mate- 
rials—nearly half-a-million feet of 
wire and cable, approximately 200,- 
000 ft. of conduit and all panels and 
switches for the entire job. 

This big sale demonstrated that, 
on construction work of this kind 
when “time is of the essence”, the 


Fur- 


wholesaler’s gift for complete co- 


operation—and his inventory—play 
important parts in the teamwork 
which puts the job over the finish- 
line, as scheduled. Initial orders 
for material were placed on a given 
day. On the following day deliver- 
ies began. And, according to the 
contractor, wire, panels and duct 
kept coming as rapidly as a hand- 
picked crew of 
install them. 


electricians could 


For the on-his-toes wholesaler’s 
salesman Hardy Electric’s experi- 
ence furnishes a broad hint on the 
possibilities for bigger velume and 
better earnings. If the salesman 
operates outside of metropolitan ter- 
ritory, he has on his side the current 
trend toward industrial de-centrali- 
zation. And indications are that it 


-— £2 = 
eS 


a 


well as in greaier quantity. Due 
to defense activities many are chang- 
ing over to turning out articles en- 
tirely different from those for which 
they originally were set up. New 
construction, expansion and conver- 
sion, all require items listed in the 
wholesale electrical salesman’s price 
be Oks. 

There is—and will continue to be 
—a constant demand for any elec- 
trical item which will save produc- 
tive time, whether it helps to do a 
job faster or pares down the chances 
for costly delays. Better lighting 
and better fusing also have a defi- 
nite place in the program. A sys- 
tematic reading of news columns 
and of various periodicals often 
will uncover new markets for the 
wholesaler. A tip that leads to a 


A tailored power distribution system that permits rapid relocation, replacement o1 


hook-up of machines. 


is a trend which will increase rather 
than lessen. 

Sizable cities—like Miami—which 
have had few, if any, major indus- 
tries are beginning to accumulate 
them. Factories are going, too, into 
rural communities. 
raw material 


Proximity to 
abundant 
power or available production-per- 
sonnel attracts “new industry.” 
Manufacturing 


sources, 


plants already 
established are expanding their out- 
put to produce in larger variety, as 
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(Bulldog Electric Products Co. Photo) 


nice order may well be sandwiched 
in between a publicity item from 
some local chamber of commerce 
or sunilar sources. 

And when the wholesaler’s sales 
man prepares himself for a call on 
an industrial customer engaged in 
defense production, he should bear 
in mind that good lighting, 
savers,” 


“time 
and safety devices have the 
best selling chance and that by help- 
ing his customer to speed produc- 
tion, he increases his own volume 
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...and dealers sell it unassisted. Teletalk is a Major Item 
with sales that run into substantial volume — but it doesn’t usually require 
the jobber salesman’s time to close. Dealers do more than “bird dog”’ for 
prospects—they survey intercommunication needs and close many important 
deals unassisted. 


Dealers can sell Teletalk because the way is paved by consistent advertising 
that tells prospects what Teletalk IS and what it will DO . . . how it saves time 
and reduces confusion, speeds up routine transactions and conserves energy 
for more important tasks. 


Teletalk is the best known name in Amplified Intercommunication, with 
thousands of installations and satisfied customers that dealers can capitalize 
in closing sales. 


Dealers want to sell Teletalk once they understand the 3-way profit in- 
volved—on instruments, labor and materials. Are you encouraging your 
dealers to go after Teletalk sales? It will pay if you do. 





Teletalk permits the combination of Intercommunication, Pag- 
ing. Signaling and Sound Distribution in one compact system. 


Licensed by Electrical Research Products, Inc., under U.S. Patents of American 
Telephone and Telegraph Company and Western Electric Company, I ncor porated 


WEBSTER ELECTRIC COMPANY, Racine, Wis., U. S. A. Est. 1909. Export 
Dept.: 100 Varick St., New York City. Cable Address: ““ARLAB", New York City. @ 
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“Where Quality is a Responsibility and Fair Dealing an Obligation” 


MANUFACTURERS OF TELETALK INTERCOMMUNICATION AND PAGING SYSTEMS © POWER AMPLIFIERS AND SOUND DiSTRI- 
BUTION EQUIPMENT ¢ RADIO PHONNOGRAPH PICKUPS * IGNITION TRANSFORMERS AND FUEL UNITS FOR OIL BURNERS 
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oost Commercial Lighting Sales 
ia Lhe Princess Shop Route 


Here’s actual proof that better lighting makes more sales 


and bigger profits which no retail merchant can resist 





HE vast new markets for light- 

ing equipment that have been 

opened to the electrical whole- 
saler through fluorescent lighting 
can be exploited to best advantage 
by approaching each commercial or 
industrial lighting sales 
from a light conditioning 
point. 

Whenever any store, office, or in- 
dustrial area is to be light condi- 
tioried its owner must be supplied 
with a lighting solution which is 
primarily designed to increase sales, 
seeing ability or production. 

As a result of this procedure, the 
salesman will make more sales, the 
firm will have more and better satis- 


problem 
stand- 


fied customers, and the cause of 
good artificial lighting will be ad- 
vanced more rapidly. 

Under present conditions, the re- 
tail stores of the nation offer one 
of the most prolific fields for light- 
ing salesmen to explore. There- 
fore the facts and figures here pre- 
sented will prove helpful in getting 
orders for a new lighting installa- 
tion from any retailer regardless of 
the line of merchandise handled. 

The Princess Shop, subject of 
this case study, is a ladies’ ready-to- 
wear shop catering to above-the- 
average trade. The relighted part 
of the store sells ladies’ hats, dresses 
and cloth coats. All “before” and 
“after” data is based solely on these 
three items. ¢ 

The former lighting equipment, 
installed about seven years ago, con- 
sisted of ten units recessed into the 
ceiling. There also was one fifty- 
watt bare lamp in one-third of the 
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Model of the Princess Shop, Huntington, W. 


for the Augustus D. Curtis Award. 


wall cases and some lamps in the 
shadow box. The case and shadow 
box lighting was not continuously 
used due to improper location of the 
case lights and the high operating 
cost. The existing light intensity 
of the general lighting installation 
was six foot candles, and the store 
manager objected to the yellow light 
contrasted with the dark ceiling, as 
well as to the high operating cost for 
the amount of light delivered. 

When we discussed with Mr. 
Goldberg, Manager of the Princess 
Shop, the possible advantages from 
light conditioning, we found that he 
was vulnerable to the gain and econ- 
omy buying motive. He had not 
made the decision on price, the thing 
to fill the need nor the proper time 
to install the fixtures. 
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, as submitted in competition 


Our  pre-approach information 
told us the following things: (1) 
This store caters to above-the-aver- 
age buyers; (2) The management 
was interested in improving the 
number of sales, and the sales of 
quality merchandise; (3) He also 
wanted to improve the sales per 
customer; (4) and, we knew this 
meant an increase in the annual 
profit of the store. 

To make reasonably sure that 
those objectives would be attained, 
we decided that our light condition- 
ing recommendations should have 
the following advantages: 


(a) A high level of illumination 
(b) The absence of glare 
(c) An 


system 


inconspicuous lighting 
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The Princess Shop—before relighting. 


(d) A lighting system which 
would deliver the highest possi- 
ble percentage of light on the 
sales area 

(e) A type of lighting system 
which would make the merchan- 
dise ‘the first object viewed by 
any prospective customer enter- 
ing the store 

(f{) The creation of a pleasant 
atmosphere in the store 


We studied these requirements of 
the lighting system thoroughly and 
finally decided to recommend fluo- 
rescent units that would provide 
fifty footcandles. We included in 
our recommendations full fluores- 
cent case and shadow box lighting. 

When we presented our recom- 
mendations, Mr. Goldberg readily 
made two decisions—the thing was 
needed and that this was the time. 
Selling the price decision was very 
difficult, as Mr. Goldberg thought 
the installation should not cost more 
than $400, while our recommenda- 
tions called for the expenditure of 
about $1,100. 
him photographs and with further 
appeals to the gain and economy 


Sut, after showing 


buying motive and by stressing the 
idvantages of light conditioning as 


he means to increased sales of 
juality merchandise, we convinced 
him that he should authorize the 
nstallation in strict accordance with 
ur recommendations. 

Immediately after the installation 
was completed the store manager 
Was very enthusiastic about the re- 
sults obtained. He was particu- 
larly impressed with the way that 
the merchandise itself stood out 
above all other objects in the store. 


He was delighted with the pleasant 


atmosphere created, and liked the 
absence of glare without a dark 
ceiling. Actually this installation 
provided fifty-five footcandles and 
was found to yield all the advan- 
tages that we planned. 

Since a salesman who is eager to 
give service to each customer does 
not stop with the installation of his 
light conditioning recommendations, 
regular follow-up calls were made. 
After six months’ operation, the ad- 
vantages on which this installation 
was sold still were fully realized 
and the buyer was fully satisfied. 

The accompanying chart shows 
the actual improvement in business 
due to light conditioning. The data 
for this chart was supplied to us by 
the store management and is based 
on sales during the last six months 
of 1939 (the “BEFORE” period), as 
compared with the last six months 
of 1940, AFTER the new lighting 
went into service. Number of sales 
indicates the quantity of sales in 
number of articles sold regardless of 
price. Sales of quality merchan- 
dise as recorded in this chart were 
figured on the following minimum 
prices for quality goods and do not 
include sales of lower priced items. 


The Princess Shop—after relighting. 


1939 


Hats over 


Dresses 
Coats 


The increase of the base price for 
classifying quality merchandise for 
1940 over 1939, as shown above, 
was considered desirable because of 
greater demand for better merchan- 
dise in the 1940 period. The actual 
changes in general values for quality 
merchandise as used were made at 
the direction of the manager, so as 
to be sure they would be conserva- 
tive and that the effect of the new 
lighting might be appraised. 

The figure showing 29 percent 
increased customer is 
based on the average of all sales 
slips for each period. Furthermore 
we have depreciated the figures for 
1940, 8 percent over those for 1939 
because the general business index 


sales per 


for this area in 1940 was & percent 
higher than that of 1939. 

The total of 24 percent in in 
annual 
represents the actual profits, again 
depreciated 8 percent for 1940 over 
the profits for 1939 due to an 8 per 


creased profits accurately 


cent higher business index. 





NOTE: The foregoing case study of an actual sale of new lighting equipment for a 
retail store originally was entered and won a special award in the contest for the 


1940-41 Augustus D. Curtis Award. 


The entry was accompanied by an ingeniously 


conceived and beautifully executed electrically operated scale model of the Princess 
Shop, in which the sales and profit increases were dramatized by lighted tubes. 

The job was sold by Mr. R. S. Musgrave; the lay-out was engineered by Mr. R. E. 
Wagenhals; permission to print this summary was extended by Mr. E. A. Murray, Jr. 


all of the Appalachian Power Company. 


We extend hereby our sincere thanks to them tor their willing cooperation. 
We believe that this case study and particularly the figures on sales and profit 


increases will prove of inestimable value to every wholesaler's salesman. 


Put into the 


hands of his contractor customers, this material will serve as a powerful selling tool 
wherever new lighting equipment for retail stores is to be sold. 
WHOLESALER'S SALESMAN considers itself fortunate to be able to present this 


valuable and timely study to its readers. . 
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THE DARK DAYS OF FALL AND WINTER 
BRING NEW HAZARDS TO PRODUCTION SCHEDULES 


AND 





Light 


ILL the coming of dark Fall and 

Winter Days slow down opera- 
tions in your plant? Will your workers 
be hampered by the lack of sufficient 
lighting for accurate seeing and sus- 
tained productive effort? Not if you 
act now to have Benjamin revamp your 
lighting system to conform to the 
higher standards demanded by the 
urgency of Defense Production. 

How Better Lighting Improves 
Operating Efficiency 
Modernizing your lighting system 
with Benjamin plans and equipment 
makes your plant independent of fluc- 
tuations in daylight; keeps production 
up to standard even on dark, cloudy 
days; and insures that all workers in 
all departments have uniform light at 
all times of day and night. Modern 
Benjamin Lighting also insures better 
utilization of floor space by permitting 
the most efficient arrangement of ma- 
chines, benches and assembly lines as 
they are made independent of day- 

lighting facilities. 
Make Sure Your Plant Lighting 


PRECISION 


with less waste of manpower and ma- 
terials. 

Better Lighting also involves pro- 
viding light of CORRECT QUALITY 
...the light must be evenly distrib- 
uted over the working surface; must 
be soft and diffused to minimize re- 
flected glare; and the lamps must be 
adequately shielded to protect the eyes 
from fatiguing direct glare. 

To provide such Better Lighting, 
most economically and efficiently there 
isa complete range of Benjamin Light- 
ing Equipment comprising many 
special types of fluorescent, incandes- 
cent, mercury vapor, explosion proof 
and vapor tight fixtures. All are built 
“like a battleship” with an extra safety 
factor of strength to meet the durabil- 
ity required of industriahlighting 
equipment for con- 
tinuous operation 
and sustained light- 
ing efficiency. 

Write Today 
for bulletins illus- 
trated at right, con- 

















STANDARDS 
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facilities of the Benjamin Engineering 
Department. 
Preferred Deliveries 


Benjamin’s entire plant facilities are 
being concentrated on the production 
of lighting equipment for Defense 
needs. Those with Defense Production 
will have preference on deliveries con- 
sistent with priorities regulations. 


Warning 


Delivery schedules on materials neces- 
sary in the construction of lighting 
equipment are uncertain. Therefore, 
to insure having your lighting equip- 
ment when needed, it is advisable to 
place your order for lighting equip- 
ment as far in advance as possible. 
Benjamin Electric Mfg. Co., Dept. 
GG, Des Plaiges, Illinois. 


















Meets Both Requirements 


The basis of Better Lighting as pro- 
vided by Benjamin Equipment is 
MORE LIGHT. Experience demon- 
strates that employees engaged in De- 
fense Production need from 35 to 75 
footcandles to see faster, easier, with 
greater accuracy and less fatigue... 
to get the job done quicker, better and 
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WORLD LEADER IN INDUSTRIAL 


LIGHTING EQUIPMENT 





DISTRIBUTED EXCLUSIVELY THROUGH ELECTRICAL WHOLESALERS 


* * * * * * 


taining data and 
specifications for lay- 
ing out your lighting 
system and specifying 
the proper equip- 
ment. Available with- 
out cost or obligation, 
in the solution of your 
lighting problems, 


are the services and 
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- Be sure to call the attention of your customers 
to this current Benjamin advertisement appearing it 
leading industrial magazines and use the information | 
contains in selling Better Lighting Programs. 


Send for this FREE Catalog 


In developing lighting plans and lighting specifications, con- 
sult the “Benjamin Catalog No. 26” or the “Manual of Factory 
Lighting Practice’’, or “Benjamin Fluorescent Lighting Bulle- 
tin No. 40”. If you do not have “Catalog 26” . . . the 400 page 
handbook of Industrial Lighting ...in your files, send for one 
now on your letterhead. 


Use Benjamin Engineering Service 


For special lighting problems or an) 
other assistance, you are invited to us¢ 
without cost or obligation the facilities 
and services of the Benjamin Engineer: 
ing Department and the Benjamin field 
organization. Write Benjamin Ele« 
tric Mfg. Co., Dept. GG, Des 
Plaines, Illinois. 
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hristmas Greetings 
uild and Hold Good Will 


A review of how wholesalers have used the holiday season 


to reaffirm old friendships with a view to building new sales 


By J. H. Aveling 





HESE days wholesalers find 
their dreams haunted by priori- 
ties rulings. SPAB dances be- 
fore their eyes as a challenging but 
hopeful question mark. The Defense 
Supplies Rating Plan has them sit- 
ting up nights, struggling with 
“PB” blanks and sales percentages. 

But as a pleasanter thought, we 
remind that despite all that, cHRST- 
MAS IS COMING. And Christmas, 
with its cheering traditions affords 
not merely relief from other, darker, 
thoughts, but presents opportunities 
for cementing friendships and build- 
ing good will which is, after all, 
sound business procedure for every 
wholesaler, and actually more neces- 
sary today than ever before. 

Christmas greetings can be used 
to remind customers that their good 
will is appreciated ; that every effort 
will be made to maintain it during 
the present period of 
shortages ; to convey assurances that 
later, if not now, it will be possible 
to give the service to which those 
customers have been accustomed in 
the past. Good-will and friendship 
take a long time to grow, but they 
are easily lost if not constantly cul- 
tivated. 

Realizing the particular need for 
appropriate good-will gestures dur- 
ing the coming holiday season and 
to assist wholesalers and their sales- 
men in planning for Christmas 1941, 
WHOLESALER’S SALESMAN made a 
survey of what important whole- 
salers have done in the past to 


stress and 
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reaffirm and cement friendships at 
Christmas time. A summary of the 
results is presented herewith. 

Rated as the most ambitious 
effort, the open house held by some 
wholesalers for customers and 
friends on the day before Christmas 
has been found very effective. On 
the other hand, a card or letter sent 
to the entire mailing list was of 
course much less expensive and 
covered much more ground. Some 
houses have gone into Christmas 
promotion scientifically with a care- 
fully planned = program which 
ranged from general greetings for 
customers and friends to expensive 
presents for Key customers. 

Glens Falls Electric Supply Co., 
Glens Falls, N. Y. had such a gradu- 
ated program. A greeting card was 


sent to all names on the company’s 
mailing list. For the more select 
names, a small card carrying com- 
pany good wishes was slipped into 
a deluxe key case. Attractive pearl 
pencils were given to the choicer 
names, and “master presents” were 
sent to a few of the biggest custom- 
ers. They have found that this type 
of program pays out in the addi- 
tional business it creates. 
Capitalizing on the fact that a 
telegram too often carries impor- 
tant news to be overlooked in the 
shuffle, the Electric Supply Co. of 
Tulsa sent Christmas greeting wires 
to about 150 of its customers last 
year. The cost was about forty 
dollars, brought very satisfactory 


returns. 
Other firms found that an ever 








THREE HUNDRED SIXTY-FIVE 








Throughout. the. New Year and others to come, 
wiscO 


NSIN RADIO, REFRIGERATION & LIANCE ASS'N 
att Ft _—_—— 






“Days of Happiness 


A check, drawn on The Bank of Good Will, brings Christmas greetings from the 
Wisconsin Radio, Refrigeration and Appliance Association. The folder opens to show 
an additional holiday message which carries out the theme of the first page in its 


phrasing. 
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useful automatic pencil with the 
company name imprinted on it was 
much appreciated and served to 
keep the advertising message before 
their customers for a long time. 

However the survey disclosed 
that, all told, the most generally 
used means of building customers’ 
good-will was a card or letter of 
greeting. Usually these were sent 
out for arrival before Christmas 
day, though some houses evidently 
considered it is desirable to wait 
until the mails have cleared after 
the holiday jam, and sent out New 
Year’s greetings. 

Sut since pictures serve more 
effectively than words to show what 
wholesalers have done with Christ- 
mas greetings, we present herewith 
a selection of those sent to us. 


The L. R. Klose Electric Co., Univer- 
sal Electric Co. and Northland Electric 
Supply Co. make good use of letterheads 
which may be purchased in quantity from 
Christmas card companies or printers and 
imprinted with the firm’s name. 


Universal Electric Co., of Peoria, types 
letters individually and sends them to the 
entire list. The name of the salesman for 
the account to whom the card is sent is 
inserted as indicated. 


p 


here a: » BELT; : d 7 
tan | he Greetings from the L. R. Klose Elec- 
* vou * ox . . y ° 
Machioned Mery Cane *°d sincere tric Co., Kalamazoo, Mich. are sent to 
"ST Up” the 4. = Christmas wed ° , 
cated 1 wt SOM Rewedte! mon customers and suppliers. The 8. by I1 
v the m Of eve, e e e 
menu of awl wend at body Lack in. sheet with a holiday scene opens to 


show the regular company letterhead and 
an appropriate message. 


Northland Electric Supply Co., Min- 
neapolis, Minn., waits until mails have 
cleared after the Christmas rush and then 
sends an appropriate year-end greeting, 
using one of the type of letterheads which 
may be bought from stock. 


The greeting of the H. N. Crowder Jr. 
Company, Allentown, Pa., ties in with 
one of the company’s major activities— 
motors and repairs. The front cover reads 
“Here’s a Powerful Wish for Your Mer- 
riest Christmas,” and opens up to the 
message shown here, which with its ref- 
erence to motors and belts is built 
around the “powerful wish” theme. 














oe a. 


The Electric Supplies Distributing Co., 
San Diego, Calif. cuts costs yet achieves 
a really attractive effect with good look- 
ing three color mimeographed cards like 
the one shown as used by its Imperial 
Valley Branch. The card created con- 
siderable comment because of the way 
the inside staff was spotlighted. 
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In contrast to most of our other sam- 
ples, the effective photograph and folder 
which brings the greetings of Van N. 
Marker, president of Revere Electric 
Company, Chicago, strikes a personal 
note. This is the fifth card of a series in 
which his pair of hunting dogs have 
played an important role. 


The card, designed by Lawson Wood, 
on which “happy folks are adding up their 
blessings” opens out to bring good wishes 
of The Peerless Electric Supply Co., In- 
dianapolis. Lawson Wood cards have 
been sent out by the company for the 
last three years and have proved very 
successful. A calendar with illustration 
to match is also distributed. 





Treadway Electric Co., Little Rock, 
Ark. combines a Christmas card with an 
ingenious pencil shipping-envelope. Cus- 
tomers appreciate and mention both the 
sift and the good wishes. Johannesen 
Electric Co., Greensboro, N. C., also re- 
ports it finds a pencil effective as Christ- 
mas promotion. 


The acorn trademark of the Oakes 
Electrical Supply Co., Holyoke, Mass. is 
so well know that, in red and green, it 
becomes both the theme and signature 
of the company’s Christmas card. The 
folder opens to wish its recipient “A 
Joyful Christmas and a Prosperous 1941 
from (—salesman’s name—) and all the 
other Acorns.” 


The personal note is struck by The 
American Electric Company, St. Joseph, 
Mo. in their card, “Pictures of the St. 
Joseph and Wichita staffs bring their 
note of Christmas Cheer to customers 
and friends on a colorful card. 





There are several important points 
that we would like to make in con- 
nection with the samples of Christ- 
mas greetings presented here. 
Namely, they don’t need to repre- 
sent a considerable expense. They 
can range from the strictly business- 
like to the personal. They may be 
tied to major company activities, or 
they may be of general appeal. They 
may strike a note of humor, or one 
of sentiment—but, they must reflect 
the genuine good will of today’s 
Christmas, in order to build friend- 
ship for the future. 
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1 S ae And happy fo\ks aré adding up7 
. = Vreir blessing> one by one 


be | You WHO HAVE HELPED us ARRY ON 
THIS BUSINESS WITH YOUR ORDERS AND 
GOOD WILL OUR SINCERE THANKS 
















IT IS GREAT TO.LAY ASIDE THE TRIALS OF 
A WORK-A-DAY WORLD AND TO TAKE 
PLEASURE IN GIVING PLEASURE. YOU HAVE 
OUR BEST WISHES FOR A MERRY CHRISTMAS 
AND FOR HAPPINESS EVERY 
NEW YEAR 


TREADWAY ELECTRIC CO. 


DAY OF THE 


































































WICHITA, KANSAS 
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G-E NEON GLOW LAMPS MEAN 
PLUS BUSINESS ON EVERY CALL! 











MORE AND MORE PEOPLE 
ARE ORDERING G-E NEON WE USE THEM IN 
Pl GLOW LAMPS THESE DAYS / A DOZEN PLACES IN 


.? OUR PLANT! 





1-2 
1/25th and 
1/10th watt 

S-14 


a) ind 
3.214, 2 watts ods long-lived, ¢ 


bration to an 
, ta- 
J voltage var 


~E Neon Glou ! 
G-E Neor -. withstand 2 light output. 


pendables ree and may be subiner life ” 
unis without greatly a 
OU can make plus profits on every call you make by selling 
G-E Neon Glow lamps. That’s becausesnearly every cus- 
tomer ... whether he runs an office, apartment building, store, 
or factory ... can use G-E Neon Glow lamps for exit lights, 
pilot lights, indicators, test lights, and many other purposes. NELA SPECIALTY DIVISION, LAMP DEPT. 


Regardless of what you're selling your customers, tell them 


about these rugged, long-lived G-E Neon Glow lamps and ask GENERAL @B ELECTRIC 


them to buy. 
For the latest catalog sheet, giving full information, and a 410 EIGHTH STREET, HOBOKEN, N. J. 
folder suggesting 24 uses for these lamps, write the address 

given at the right. 
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ANAGER of Graham-Reynolds 
Electric Company, Los An- 
geles, and current chairman 

of the Pacific Division of NEWA, 
David A. Smith spent his early 
years and obtained his schooling in 
rock-ribbed New Hampshire—the 
state which is reputed to have a way 
of imparting that solid asset. 
David’s entry into business was 
after school hours and during vaca- 
tions—first in a retail hardware 
store of Manchester, his home town, 
and later in his father’s box manu- 
facturing and lumber 
Hardware interested the boy—even 
though it involved a 66 hour week 


for which the sum of $6.00 was 


business. 


crowded upon him every Saturday 
night. The lumber job was an im- 
provement, however, with a week 
of only 60 hours and rather better 
remuneration. His dad was a New 
Englander of the good old school, 
which holds hard work to be not 
only a means but the end itself. 
David's role was strictly manual— 
shoving shooks and planks about 
in the yard and into box cars. 

education (New 
Hampshire State University) had 


His higher 


been predicated on his entering the 
electrical business, then as now, 
beckoning to any youth of spirit. In 
1913 he signed on with a Man- 
chester electrical contractor as gen- 
eral helper and delivery boy. To- 
day Smith remembers of those days 
such things as a surgical operation 
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DAVID A. SMITH of Los Angeles 


Los Angeles was far from New England but 


he made the trip and cast anchor out there 


on a flock of Nernst lamps; report- 
ing at 6:30 A. M. in the sub-zero 
shop; bucking snowdrifts in a faith- 
ful Ford delivery truck; and selling 
a simple 5-ampere baby snap switch 
to a man who really needed a mas- 
sive 4-pole type like a young turret. 

In 1915 he set off on a long slant 
from the extreme northeast to the 
extreme southwest of our country— 
from winters of snow and ice to 
winters of sun and _ occasionally 
copious dew. He cast anchor (it’s 
still there) in Los Angeles, a husky 
young city then just coming into its 
own, and attracting such chaps as 
Dave from all over the United 
States. 

Here he became an order clerk for 
Holabird-Reynolds Electric, which 
the next year changed its name to 
Graham-Reynolds Electric Com- 
pany. From assembling stock Smith 
switched to buying it. From buyer's 


devil he advanced to purchasing 
agent, and thence successively to 
director, secretary, and manager. 
There you find him today, far from 
the Granite State in mileage but re- 
markably close to it in that the basic 
experiences he gained there guide 
him in successfully operating a 
large modern business. 

“To trust in the friendship of my 
fellow-man is the greatest lesson 
which my business career has taught 
me,’ says Mr. Smith. “The varied 
ups and downs of the past fifteen 
years, ranging from the peak of 
1929, to the valley into which we 
descended, then the steady climb 
into economic sunlight, and the 
amazing character of present day 
business—all these have confirmed 
the fact that sincere friendship and 
brotherhood is the only foundation 
on which to build, and to create con- 
fidence in the future.” 


















located or extended production lines, 
and more than a mile of new convey- 
ing systems for the rapid handling of 
raw materials, parts and _ finished 
products in the 20 interconnected build- 
ings of the plant. 

The Cleveland factory is devoted to 
the manufacture of airport and floating 
seadrome lights, floodlights, boundary 
airport lights, marine, industrial and 
commercial lighting equipment. With 
these new buildings, Westinghouse is 
enabled to step up production on all 
the above mentioned lines. To meet 
demands in the industrial field, ap- 
proximately 40 percent of the ex- 
panded capacity is devoted to produc- 
tion of fluorescent fixtures and control 
equipment. 


Champion Lamp Issues 
Sales Booklets 


To help wholesalers, their salesmen, 
and retailers to secure more lamp busi 
ness, Champion Lamp Works is issuing 
“The Champion Diamond,” an eight- 
page bulletin which cites sales oppor- 
tunities, also illustrates and describes 
the various advertising and promotion 
helps available from Champion to help 
in building incandescent and fluorescent 
sales, 

\nother publication issued by this 


“Fluorescent 


lamp manufacturer 
Facts,’ a 16-page illustrated edu- 
cational booklet covering the various 
phases of fluorescent lighting—what 
the lamp is, how it operates, auxiliary 
equipment, possible troubles that might 
develop and the cause of each, how to 
get most efficiency out of fluorescents. 


New Canadian 
Wholesale House 


Foulis and Bennett Electric, Ltd., 
has recently been organized in Halifax, 
N.S., as wholesaler and sales agent for 
electrical supplies of all kinds, pro 
poses to cater to the maritime provinces 
and Newfoundland. Offices are in the 
Capitol Theatre building, with ware 
house in another section of Halifax 
Salesmen are being assigned routes 
through the provinces. Allan D. Foulis 
is president and G. Frank Bennett is 
managing director. 


All-Industry Clinic 


BUFFALO—To discuss the effect 
the national emergency is having on 
the electrical industry, several hun- 
dred wholesalers, manufacturers, con- 
tractors, dealers, utility men met at the 
Buffalo Trap & Field Club the after- 
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noon and evening of October 30th. 
Addressing the group were George F., 
Taubeneck, publisher of refrigeration 
and air conditioning papers; Gordon 
E. Smith, general manager, Buffalo 
Better Business Bureau; Merrill E. 
Skinner, vice president, Buffalo Ni- 
agara Elec. Corp.; R. B. Wiltsie, as- 
sistant manager, Federal Reserve 
Bank; Lee McCanne, sales manager, 
Stromberg-Carlson Tel. Mfg. Co.; Dr. 
G. W. Allison, E.E.I. 


U.S. Rubber Develops 
Aluminum Substitute 


Scientists of the U. S. Rubber Co. 
got busy to find a substitute for alu- 
minum and came up with a new mate- 
rial known to date as Formula C-102, 
which the company expects will be 
used as a non-metallic substitute for 
sheet aluminum in several important 
applications. The material is made 
from fibrous and rubber-like ingredi- 
ents and of special note is the fact that 
except for a small amount of rubber, 
the formula uses non-strategic mate- 
rials. 

In addition to defense applications, 
the new material is expected to be used 
in narmal industry. Facilities are 
already available for production. 


G.E. Names 
Five Vice Presidents 


At a meeting of 
rectors last month, General Electric 
elected five new vice presidents : 
Walter R. G. Baker, Chester H. Lang, 
David C. Prince, Elmer D. Spicer and 
Harry A. Winne. As announced by 





President Charles E. Wilson, the new 
officers were elected in connection wit) 
a major change in the company’s 
organization. 

Under the new set-up the company 
will have four major operating depart 
ments: Appliance and Merchandis: 
under Vice President Hardage | 
Andrews; Radio and Television, unde 
Vice President Baker; Lamp, unde 
Vice President Joseph E. Kewley; and 
the Apparatus Department. 

The latter, because of its larg 
volume and broad diversification, wil] 
be staffed by five vice presidents whos: 
duties will be along functional lines. 
These vice presidents are Mr. Lang, in 
charge of defense activities and man- 
ager of apparatus sales; Mr. Prince, 
in charge of application engineering; 
Earl O. Shreve, in charge of com- 
mercial activities; Mr. Spicer, it 
charge of manufacturing and Mr. 
Winne, in charge of design engineer- 
ing. 

Vice President William R. Burrows 
formerly in charge of general manu- 
facturing operations, and Vice Presi- 
dent Roy C. Muir, formerly in charge 
of general engineering operations, will 
become members of the president’s 
taff, carrying out assigned duties in 
these respective fields. 


About Electric Cookery 


A manual of electric cookery 1s 
available through The Modern 
Kitchen Bureau, +20 Lexington Ave- 
nue, New York. It deals with the 
fundamentals of electric cookery ; gives 
information on the selection, care 
and use of electric ranges; contains 
no advertising or brand names ex- 
cept a list of the names of the twelve 
sponsoring manufacturers which ap- 
pear on the inside cover. 
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“I don’t care if the boss is gettin’ called to the army next month—I don’t 


see any reason for going through this every morning.” 
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LOUDSPEAKER TELEPHONE 


Two - way inter-communicating systems 
provide automatic communication for 
every type of organization. No opera- 
tors are necessary. Any number of sta- 
tions may be used providing they are 
not all completely inter-connected. Ad- 
ditional units may be added without 
making original units obsolete. Remler 
Company, Ltd., [9th at Bryant, San 
Francisco, Calif. 
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Pocketbook portable ra- 
dio, Model LB-642, may 
be used around the house 
or out-of-doors. Operates 
on its batteries or on 
either a.c. or d.c. house 
current. Styled in air- 
plane cloth. General Elec- 
tric Co., Bridgeport, 
Conn. 





Two of three new infra-red heat lamps 
are clear, for use with standard gold- 
plated or Alzac reflectors. The third is 
a single-unit self-reflecting heat lamp. 
Wabash Appliance Corp., Brooklyn, 
N. Y. 
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FLUORESCENT FIXTURE 


New Day-Lume fluorescent fixture with 
louvers is available in ceiling and sus- 
pension types, designed for 48 in. and 
60 in. lamps, using from 4 to 8 per fix- 
ture. Louvers provide necessary shield- 
ing from normal line of vision. Day- 
Brite Lighting, Inc., St. Louis, Mo. 
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Vi-Tite terminal lugs range in size from 
No. 8 to 1,000,000 cm. Flanges include 
round, square with one or more bolts, 
straight, angle or side-formed types. 
Lug is self-locking. Penn-Union Electric 
Corp., Erie, Pa. 
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FOUR THINGS 
TO REMEMBER 


1 53.4% of all jobs done by contractors involve 
® the installation of lighting fixtures 





Modern industrial lighting requires both Fluo- 
® rescent and Incandescent lighting 


® surfaces are equally important on both incan- 
descent and fluorescent units 


3 QUAD ’s high quality materials and reflecting 
4 QUAD RLM and other porcelain enameled 

= lighting units all have correct basic designs 
and construction features offer- 
ing you the finest in Industrial 


Lighting Equipment. 









NO. 1181-M 


RLM THREADED 
DOME REFLECTOR 







QUADRANGLE MFG. COMPANY 


Mgr. of Jucandescent and GYluorescent Lighting Equipment 
32 $0. PEORIA ST. CHICAGO, ILL. 
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AUTOMATIC GRILL 


Toastwell automatic open-top grill, for 
general commercial use, has heavy cast 
iron or aluminum grids, off-and-on 
switch, pilot light, mercury switch. Heat 
is thermostatically controlled. The Toast- 
well Co., St. Louis, Mo. 
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FLUORESCENT LUMINAIRE 





Indirect Flu-O-Flector permits wider 
spacings. Suitable for low ceiling in- 
stallation. Accommodates 2-40, 65 or 
100 watt lamps. Available with single 
or double stem hangers, can be mounted 
individually or in continuous rows. The 


Edwin F. Guth Co., St. Louis, Mo. 
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TRANSFORMER 





Low-volt transformer safety device, for 
workmen using electrical extensions in 
damp, hazardous locations such as 
dairies, boilers, steel tanks, ships, etc., 
reduces line voltage to 6 volts. Avail- 
able for 110 volt, 50-60 cycle or 25 
cycle a.c. Ideal Commutator Dresser 
Co., Sycamore, Ill. 
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PLATE CHOKE 


New 2! meter band R.F. plate choke 
Z-O is single layer wound on low power 
factor steatite tube. Applicable to 
transceivers, 2!/2 meter mobile transmit- 
ters, therapeutic and diathermy equip- 
ment. Mounting is by means of wire 
leads. Other sizes available are for 5, 
10, 20, 40, 80 and 160 meter bands. 
Ohmite Mfg. Co., Chicago, Ill. 
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Bed lamp, using 14-watt fluorescent 
bulb, has two rubber-covered spring 
brackets for hanging. Equipped with 
8 ft. cord with ballast at end. Light 
diffuses through sand-blasted shield of 
plastic. Leader Electric Mfg. Corp., 
Chicago, Ill. 
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POCKET ESTIMATOR 


Pocket estimator, for figuring monthly 
operating costs of electrical home appli- 
ances and farm equipment at varying 
kilowatt-hour rates, designed primarily 
as a sales tool. Small enough to slip 
into a wallet. Consists of plastic en- 
velope and pull-out card. General Elec- 
tric Co., Bridgeport, Conn. 
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RUBBER COVERED POWER CABLES « BUILDING WIRE 


CRESCENT 


a name that stands for 


HIGHEST QUALITY 


in every type of 


Electrical Wires and Cables 


e MAGNET WIRE e BARE WIRE 
® aTaVS GAUONUYV 


SGQUOD ATIXATA 


PARKWAY AND TRENCH CABLE 


CRESCENT INSULATED WIRE & CABLE CO 


S2THVS AVMMUVd GNV GASVYIONA GvaT 


CRESCENT 


WIRE and CABLE 


‘Factory: TRENTON, N. J.—Stocks in Principal Cities 


JOBBER COOPERATION — 
A PERMANENT POLICY 


CRESCENT ENDURITE SUPER - AGING INSULATION 


J 





CRESFLEX NON-METALLIC SHEATHED CABLE e SERVICE ENTRANCE CABLE 
SIMUGANYS GAHSINUVA 
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The MOST COMPLETE 


LINE OF @ 


LARGEST 
VARIETY of 
types, and a 
COMPLETE 
range of sizes. 
For all kinds of 
conductors 

Popular con- 
nector at left is 
carried in stock 
in ALL sizes, 
up to 1,000,000 
CM. Furnished 
with or without 
retainer. 

ANY MATE- 
RIAL — Hard- 
ware Bronze, 
Silicon Bronze, 
Aluminum. 





MILLIONS IN USE and 
never one rejection due to per- 
formance or workmanship. Can 
be re-used over and over. 


MADE IN OUR OWN 
PLANT under engineering 
supervision. Bodies and nuts 
precision machine-threaded for 
perfect fit. No sharp edges. 


ALUMINUM Con- — 
nectors machined from [ieee —- 
hard drawn rod, with —i-—/- Jes 
forged spacers. — 


ad 


Connectors for one 
or more conductors; 
Many types. 





SERVICE _ EN- 





TRANCE Connectors 
with extruded copper 
bodies, Everdur 
screws, 


TELEPHONE 


Service Connectors, 








AND THOUSANDS MORE. 
Every connector Dependable. 
Preferred by leading utilities 
and “industrials,” and manufac- 
turers of electrical equipment. 

Write for Catalog. 


PENN-UNION 
ELECTRIC CORPORATION 
ERIE, PA. Sold by Leading Jobbers 





Conductor Fittings 
























SERVICE POST 



















brass rod—plain, nick- | 
el plated or tinned. 

























FLUORESCENT STARTER 






fluorescent 


Starter unit for 40-watt 
lamps includes “stopper” element that 
promptly shuts off starter element if 
lamp has reached end of its normal life. 
Device permits more efficient and eco- 
group replacement between 
service periods and protects starters 
from unnecessary wear. Especially suit- 
able for use in defense industry lighting 
systems. General Electric Co., Cleveland. 


nomical 


When writing W 


mention 
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LEVEL CONTROL 
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Electronic level control, series P16, pro- 
vides on-off valve or pump control of 
liquids and powders. Probes attached 
to tank at levels representing low point 
where pumping starts and high level 
where pumping stops, are wired to level 
control. Photoswitch, Inc., Cambridge, 


Mass. 
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LAMP 


No. 6326 Aquilla lamp stands 18!/2 in. 


high over-all, with acetate rayon shan- 













Pylet with Midget Triploc plug and receptacle 


PYLETS 


Find out about the improved 
features of Pylets that help 
you save time and labor and 
get a better wiring job. 
Available in standard and 


explosion-proof types. 


PLUGS AND RECEPTACLES 
VAPORTIGHT FIXTURES 
FLOODLIGHT PROJECTORS 
AIRPORT LIGHTING EQUIPMENT 


Write for bulletins 


THE PYLE-NATIONAL 


COMPANY 
1344 North Kostner Avenue 
CHICAGO, ILLINOIS 








LIBERTY LEADS 


... THE NEW 





PLAQUE LINE 





Model PL-2 and 
PL-3 — Supplied 
with 16 volt 2 coil 
mechanism and 


transformer. 
Mounting space, 
Carriage Design 
— 42” long by 
9%” wide. 





Sell them for 
their beauty 
.. install them 
for service! 


Model PL-12 and 
PL-13 — Sup- 
plied with 10 volt 
mechanism less 
transformer. Op- 
erates through 
400 feet of an- 
nunciator wire. 
Mounting space 
- 46” long x 
7%” wide for 
Floral Design 


Here are chimes to fit the times 





PL-13 


. .. New, beautiful wall decorations, 
easy to sell. a pleasure to install. 


Porcelain 


covers, 


WITH HAND 


PAINTED COLORS FIRED IN, 
add distinction and sales appeal. 


Quality mechanism, plus pleasantly 
toned chime tubes, add to its 
value. Sell them f 


them for service 


beauty, install 
Write us tur detatis 
on all types of LIBERTY chimes... 
prices, discounts. 
LIBERTY products . . 
buzzers and other signalling devices. 


etc. Also other 
doorbells, 











| Its Liberty Since the Beginning of Chimel 


LIBERTY BELL MFG. 


C. 


ompany 
MINERVA - - 






OHIO 
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tung shade. Lamp is finished in gold 
color lacquer or satin silver. Base is 
white plastic with a stamped parallel 
line design. Chase Brass & Copper Co., 
Waterbury, Conn. 
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WALL PROTECTORS 





et sl ca = é ) 
Plastic protect-o-shields are available mm B F G * S W T H 
with matching or luminous plastic switch | . 


plates. Designed for easy installation. 


Shields are held in place by switch plates. | ; 
Gits Molding Corp., Chicago, Ill. | F Brie 
| 7 
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FLUORESCENT FIXTURE 





New and improved No. 90 Floodlight 


t m of seamless construction. 
—. ee a 








Stratoliter, four-light fluorescent fixture 


7 for 20-watt, 24-in. or 40-watt, 48-in. ROUND defense plants, flood- still greater efficiency in illumi- 
| lamps, is rated at 10 volts, a.c. Avail- lighting is an effective barrier nating large areas uniformly. It’s 
able for flush or a ek Payer which safeguards property and finished in permanent porcelain 
es cnn rer life against saboteurs. enamel, weather-proof, rugged; 
Metelereft Co.. 489-93 Broome St.. New Ideal for this purpose, the new equipped with rust-proof venti- 
York, N. Y. Goodrich No. 90 Floodlight, of lated hood for pole or bracket 


seamless construction, provides mounting. Ask for catalog sheets. 


GOODRICH 


INDUSTRIAL LIGHTING 





CABLE DEAD-END 











7 HILLCREST FLUO. i] 
n. RESCENT FIXTURE i 
“4 —an exclusive Goodrich 
_ design with top aper- 
i. tures which create 
ils “daylight” conditions. 
jer 
~ Type YE Cable Dead-End is available for 
cable sizes from No. 8 to 2000 MCM. 
= Thick-walled cable socket is indented 
on cable end by means of a hydrauli- 
= cally actuated, portable press—secure 


grip on conductor is thereby obtained. 
Burndy Engineering Co., 459 E. 133rd 
St., New York, N. Y. 
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FLUORESCENT) 


CUISTOCM 
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( MODERN ‘LIGHTING 
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GLASS SHIELDED-METAL LOUVRED . 


This high quality fluorescent luminaire combines original design with the 
foremost engineering principles in fluorescent. Louvres and pentecor glass 
shields give you higher levels of indoor daylight without glare or extreme 
surface brightness. The compelling and aristocratic appearance insure the 
right decorative fixture for any interior architecture. Fixture is available 
for 2—48” 40 watt, 2—60” 100 watt or 4—48” 40 watt lamps. 

Write today for information about our complete new line of fluorescent 
luminaires. Designed and Fabricated by one of the first and leading fluores- 
cent manufacturers. 


IF IT’S FLUORESCENT, IT’S 
LIGHTING 
Highland Park 


PRODUCTS INC 


Illinois, U. S. A. 
































You'll Say These Sherman 
SOLDERLESS LUGS 


Are the Best You've 
Ever Used! 













Sherman 
TYPE SO 





It is significant that 
TRICO PRODUCTS 
should be selected by 
the U. S. Government 
in connection with the 
National Defense 
Program. The best is 
none too good, es- 
pecially when our 
lives are endangered. 

2 
Remember, too, 
TRICO'S established 
policy of dealing 
“Thru the Whole- 
saler" assures you a 
maximum volume of 
business — year after 
year. 


IT PAYS TO 
PUSH TRICO 


Li iisom sth) at lich comm Tiig-it] ¢-1-9a ate 


A heavy duty solderless lug of rigid de- 
sign, great strength and ample contact 
surface. One-third as heavy, yet twice 
as strong as cast lugs. 


TYPE SM 


Low cost, one piece design, compact and 
simple. May be soldered if desired. 





Write today for new Sherman catalog which 
gives full specifications and list prices on 
Sherman solderless lugs and other electrical 
specialties in the famous Sherman line. 


H. B. SHERMAN MFG. CO. 


Battle Creek, Mich. 


in Canada: IRVING SMITH LIMITED, Montreal 








BROILER 





Du-all Hinj-on broiler contains wire grill 
with adjustable height feature, thermo- 
static heat indicator, removable deep 
tray, high and low heat. Cover unlocks 
for table cooking. Operates on a.c. or 
d.c., 110-120 volts. Stern-Brown, Inc., 
Long Island City, N. Y. 
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GRINDING WHEEL DRESSER 
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New abrasive wheel type grinding wheel 
dresser, for general cleaning and truing, 
is held in protective metal housing. 
Other uses include truing of cut-up and 
uneven sides, dressing out deep grooves 
and out-of-roundness, restoring out of 
balance wheels, shaping wheels into dif- 
ferent forms. Ideal Commutator Dresser 
Co., Sycamore, Ill. 
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UTILITY BOX 








Utility box with side bracket (Cat. No. 
SP5800SS) is used for surface work in 
industrial locations, garages, etc. Bracket 
permits installation of boxes without pro- 
truding beyond the face of the joist. 
For flush installation, boxes may be used 
with standard Textolite plates. General 
Electric Co., Bridgeport, Conn. 
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BED LAMP 





Model No. 2056 Plasti-Lite fluorescent 
bed lamp uses new 8-watt, 12 in. fluo- 
rescent bulb. Designed to render 22 
foot-candles of light at 18 in. distance, 
13 foot-candles at 24 in. Available for 
110-125 volts, Alternating Current only. 
Mitchell Mfg. Co., Chicago, Ill. 
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OUTLETS 





New high and low-tension outlets are 
totally encased in Tenite for Fiberduct 
underfloor raceway systems. They are 
said to withstand breakdown tests of 
4500 volts. Use of flanges between out- 
lets and floor is not required. General 
Electric Co., Bridgeport, Conn. 
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FLUORESCENT FIXTURE 








Louver-type exposed troffer for direct 
ceiling mounting is designed for single 
installations and long continuous runs. 
Available for one and two 48 in. 40- 
watt lamps parallel, one 60 in. 100-watt 
lamp. Louvers are removable. Day- 
Brite Lighting, Inc., St. Louis, Mo. 








FOR EVERY INDUSTRIAL, COMMERCIAL 
OR RESIDENTIAL REQUIREMENT... 


LATROBE 


FLOOR BOXES 


nage ge tgp WIRING 
SPECIALTIES 











NO. 284 


DUPLEX RECEPTACLE NOZZLE 








os 

a 
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brass pipe extension. Also 
LATROBE Duplex Tele- 
phone Nozzles 


To meet the expanding require- 
ments of your buyers, sell the j 
LATROBE LINE... it’s complete in 
every detail, including floor 





NO. 110 NON-ADJUSTABLE 


WATER TIGHT FLOOR BOX boxes and wiring specialties 


adapted to commercial, industrial 
and residential jobs. 


Cutaway view shows how 
tapered unit receptacle fits 
tapered opening in top of 
box body. The latest in de- 
sign, appearance and  sim- 
plicity of installation. 


Aside from. the fact that the 
LATROBE LINE is complete as to 
products, there are many other 
features that make their sale 
easier. First among these is 











the time-saving element. Each 
LATROBE item has been designed 
to decrease installation time. .. 
an important point to stress to 
contractors. Then, too, each 
LATROBE Floor Box or Wiring 
- Specialty is flexible as to use 


aeeaee 
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NO. 480 ""BULLDOG'' ARMORED CABLE SUPPORT 


... Safe and long-lived in opera- 
tion, and made of the best ma- 
terials available. 





Light weight and strong, for supporting or hanging 
cable from any angle. Easiest, most economical 
method of temporarily or permanently installing 
armored cable. 


So, stock the line that saves time 
... sell LATROBE wherever quality, 





useability and economy are the 
desired features. Write for our 



















price and product list today... 


NO. 251-R ADJUSTABLE also a copy of our distributor plan. 


GANG FLOOR BOX 


Similar to No. 130 round 
cover box, except sides 
are flat for additional 
conduit holes. Furnished 
with No. 208 receptacle 
and 2" flush brass plugs. 





White 





FULLMAN MANUFACTURING COMPANY 


LATROBE e . PENNSYLVANIA 
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Today and 


Tomorrow— 


QUALITY 


is assured with 





FAGL VOI US, 





ROM the time raw materials enter 

our modern plant to the final pack- 
aging, every manufacturing step is 
aimed at one objective—Quality. That 
full quality built into the Accurate line 
results in high adhesion, long-life, non- 
ravelling tapes. For you, the wholesaler's 
salesman, Accurate tapes bring customer 
satisfaction, repeat business, better 
profits. So when calling on dealers, con- 
tractors, industrial plant electricians, 
railroads, utilities—Sell Accurate tapes. 


A TAPE FOR EVERY REQUIREMENT 


ALBATROSS Friction Tape 

ACCURATE Blue Tape 

ACCURATE Specification Friction Tapes 
ACCURATE Super-Service Friction Tape 
ACCURATE Rubber Tape 

ACCURATE Specification Rubber Tapes 
ACCURATE Super-Service Rubber Tape 
ACCURATE Speed Splice 


Sold through Wholesalers 





FOR WHOLESALERS’ CONVENIENCE 
WAREHOUSE STOCKS 


New York Boston Dallas 
Atlanta Detroit Philadelphia 
Los Angeles San Francisco Chicago 
Pittsburgh Cleveland Buffalo 
Seattle Baltimore 


ACCURATE MFG. CO. 


' 


GARFIELD, N. J. 


OBITUARIES 





C. W. Kettron 


Charles W. Kettron, retired president 
of the Illinois Electric Porcelain Co., of 
Macomb, died at the age of 79 recently, 
following a long illness due to heart 
trouble. 

His death marked the end of a long 
and active business and civic career. In 
addition to his connection with the por- 
celain factory, he was president of the 
Macomb Building and Loan associa- 
tion, a director of the Union National 
Bank, a director of the Community 
Hotel Corp., and a director of the 
Y.M.C.A. at the time of his death. 

He had devoted practically all of his 
life to the potteryware business. A 
career which commenced at 18 as a 
boy worker in a stoneware plant was 
marked by many responsible positions 
in the field until, in 1910, he founded 
the Illinois Electric Porcelain Com- 
pany and served continuously as its 
president. 


Frank R. Elliott 


One of the most loved and respected 
men in Philadelphia’s electrical industry, 
Frank R. Elliott, died October 12th. Mr. 
lliott, president of Elliott-Lewis Electri- 
cal Company, spent his entire business 
career in Philadelphia, establishing the 
wholesaling firm with his associate T. 
Harry Lewis, in 1905. They conducted 
a strong and effective selling organization 
and for many years Elliott-Lewis has 
been one of the largest independents in 
that city. Mr. Elliott was one of the 
first wholesalers in the country to visu- 
alize the broad opportunities in appliance 
merchandising and this phase of the busi- 
ness was always of great importance to 
him. 

Active in industry affairs, Mr. Elliott 
belonged to the National Electrical 
Wholesalers Association and the Electric 
Association of Philadelphia for many 
years. He was a director of the latter 
organization for three years and served 
as vice president two of those years. 


MORE FACTS 


ON PRODUCTS 





Chimes—Edwards and Co., Norwalk, 
Conn., make available an attractive and 
easv to read 1941 catalog illustrating 
and describing the current line of elec- 
tric door chimes. A chart is included 
which serves as a guide to selection 
of the proper chimes for any type of 
decorative scheme 


Fluorescents—A 24-page booklet gives 
data on Linolite fluorescent equipment 
made by The Frink Corp., Bridge 
Plaza South, Long Island City, N. Y. 











Manarch 


Your West 
Choice for- 


RENEWABLE FUSES 
“MON-0-LAG” 


RUGGED 
CONSTRUCTION 


EASIER TO RENEW 
MAXIMUM PROTECTION 


Completely approved 








FUSE COMPANY Inc. 


JAMESTOWN,NEW YORK 
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MEET THE NEW ARRIVAL! 


Stewart-Luhn Company makes its bow to the Elec- 
trical trade. New in name only, this company 
boasts a Pedigree—a staff of experienced crafts- 
men that know and cater to YOUR fluorescent 


demands. 
WE CAN DELIVER! 


No. 700 
—Plastic Series 









STARTLING! 


Complete line—all types of Fixtures and lamps— 
Send NOW for literature and prices. 


NEW! 


Salesmen Wanted 


130 SOUTH GREEN STREET 
CHICAGO, ILLINOIS 


PP ie eee se eM ee le Mas 




















-lec- 
Dany 


cent 


ps— 





* 300 Series 


Aon, 
x |A 
Ss 











Paragon 


MAKES 
ALL TYPES 



























G Series 


700 Series 





Casu in on the fast growing demand 
for Paragon Time Switches. Offer a 
precision-built, durable unit for every 
need. Make a generous margin at 
Paragon's popular prices. 


300 Series—Ideal for signs and gen- 
eral time switch applications. Just two 
exposed gears; all others operate in a 
sealed oil filled chamber. Only $13.00 
list. 


G Series—Heavy duty, Synchronous. 
Designed for extra long, hard service. 
40 to 150 Amperes—single, double or 
three pole—one, two or three circuits. 


Indoor or outdoor models, with or with- | 


out Sunday and holiday cutouts. 


700 Series—Equipped with 7-day 
self starting synchronous clock move- 
ment and 7-day program dial with 
each day independently adjustable. 


Numerous other types available. 
Send for a complete cataloque. 


PARAGON ELECTRIC CO. 


403 S. Dearborn Street, Chicago, IIl. 


Paragon 


BUILDERS OF e 
CONTROL INSTRUMENTS 
SINCE 1905 
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R. A. Gopel of Westinghouse Electric 
Supply Co., Newark, is now Captain | 
Gopel, located at Fort Benning, Ga. | 
He is a reserve officer. 






NATIONAL 
DEFENSE 


Robert Holt is now selling in the Chi- 
cago territory for Revere’ Electric 
Mfg. Co., Chicago. Experienced in the 
lighting field, Holt hails from Pitts 
burgh. 


Cliff Irvin, formerly with the Belmont 
Corp., Minneapolis, is now selling for 
the Rochester, Minn., house of the 
Southern Minnesota Supply Co. 












A. G. Paul has been promoted from 
accountant to credit manager of Gray- 
bar’s Cincinnati house, succeeding the 
late I. B. Stafford who was with the 
company 30 years. Mr. Faul started with 
Graybar as an office boy in 1918. 


Frank Hagerman will represent the 
I. A. Bennett & Co., organization sell 
ing agents for National Electric Prod 
ucts Corp., in Wisconsin and parts of 
Illinois and Iowa. He has been calling 
for the. Emerson Electrical Manufac- 
turing Company in their Chicago office 
territory. 


Changes at Westinghouse Supply in- 
dicate that W. W. Adams, formerly 
manager of the Cleveland house, will 
be apparatus and supply manager of 
the Ohio Division. He will headquar- 
ter at Cleveland. W. L. Howlett, for- 
merly manager of the Toledo house, NEW 
will take Adams’ place at Cleveland, 
while W. M. Kline, formerly district 
merchandise manager of the East Cen- 
tral District, will be manager of the 
Toledo branch. Curt L. Blumer is 
appointed district merchandise man- 
ager of the East Central District, head- 
quartering at Pittsburgh. New district 
merchandise manager of the South 
western District is Chan Ricker, head 
quarters at Dallas. 


Pull and Keyless 





















Porcelain Cleat ' Receptacles, 
Designed for the Defense 
Market. 


Send for your copy of our new 
"Defense Catalog'' — a brief 
| summary of the P&S Wiring 
Device Line which provides a 
handy reference for selecting 
materials for construction, re- 
pair and maintenance under 


the Defense Program. 


e 
Catalog on Request 








Pass & Seymour, Inc. 


SYRACUSE, N. Y. 




















When you buy Signal Prod- 
ucts you know they are good 
value for the price. Quality 
and Moderate prices have 
made Signal a leader in the 
fan and ventilator field. 


SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 
Offices in Principal Cities 














HAVE YOU TRIED 
The New Ilsco Lugs? 





BUILT FOR OVERLOADS! 


The new design—as passed 
by the Underwriters’ Labo- 
ratories May 1, 1940. 








MAIL 


GENTLEMEN: 
SEND ME new Catalog & Sample! 


TODAY 


Name . 


Address ........ 


Gity OME BiatOe cc cccccccccccccccceccesccccsossose 


ILSCO COPPER TUBE 
AND PRODUCTS, !Nc. 


29 MADISON ROAD ---— CIN.,O. 





COUPON 
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NALCO DRITHERM 


Carbon Filament Lamps 
BEST for Infra-Red Ray Drying 


Get ready to meet industry’s de- 
mands for radiant energy heating 
and drying by featuring Nalco 


Dritherm Carbon Lamps. Ideal 
for drying synthetics, ink, film, 
textiles, blueprints, paper and 
paper products, latex, etc. Get 


your full share of this new profit- 
able business. Write today. 


NORTH AMERICAN 
ELECTRIC LAMP CO. 


1034 Tyler St. St. Louis, Mo. 














LEGAL NOTICE 
STATEMENT OF THE OWNERSHIP, MANAGEMENT, 
CIRCULATION, ETC., REQUIRED BY THE 
ACTS OF CONGRESS OF AUGUST 24 
1912, AND MARCH 3, 1933 


Of Wholesaler’s Salesman, published monthly at 
Albany, N. Y., for October 1, 1941 
State of New York ?) 
County of New York { 5%: 


tefore me, a Notary Public in and for the State and 
county aforesaid, personally appeared D. C. McGraw, 
who, having been duly sworn according to law, deposes 
and says that he is the Secretary of the McGraw-Hill 
Publishing Company, Inc., publishers of Wholesaler’s 
Salesman, and that the following is, to the best of his 
knowledge and belief, a true statement of the owner- 
ship, management (and if a daily paper, the circulation), 
etc., of the aforesaid publication for the date shown in 
the above caption, required by the Act of August 24, 
1912, as amended by the Act of March 3, 1933, embodied 
in section 537, Postal Laws and Regulations, printed on 
the reverse of this form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
Publisher, McGraw-Hill Publishing Company, Inc., 330 
West 42nd St., N. Y. C. Editor, O. Fred. Rost, 330 
West 42nd St.. N. Y. C. Managing Editor, A. B 
Conklin, Jr., 330 West 42nd St., N. Y. C susiness 
Manager, 0. Fred. Rost, 330 West 42nd St., N. Y. C 

2. That the owner is: (If owned by a corporation, its 
mame and address must be stated and also immediately 
thereunder the names and addresses of stockholders own 
ing or holding one per cent or more of total amount of 
stock. If not owned by a corporation, the names and 
addresses of the individual owners must be given. If 
owned by a firm, company, or other unincorporated con- 
cern, its name and address, as well as those of each 
individual member, must be given.) McGraw-Hill Pub- 
lishing Company, Inc., 330 West 42nd St., N. Y. C 
Stockholders of which are: James H. McGraw, 330 West 
42nd St., N Y. C. James H McGraw, Jr., 330 
West 42nd St., N. Y. C. James H. McGraw, James H 
McGraw, Jr., and Curtis W. McGraw, Trustees for: 
Harold W. McGraw, James H. McGraw, Jr., Donald C 
McGraw, Curtis W. McGraw, 330 West 42nd St., 
N. Y. C. Edwin 8S. Wilsey and Curtis W. McGraw, 
Trustees for James H. McGraw, 3rd, Madison, N. J 
Curtis W. McGraw, 330 West 42nd St., N. Y. C 
Donald C. McGraw, ) West 42nd St., N. Y. C 
Anne Hugus Britton, 330 West 42nd St., N. Y. C 
Mildred W McGraw, Madison, N. J. Grace W. Mehren, 
73 No. Country Club Drive, Phoenix, Ariz. J. Malcolm 
Muir & Guaranty Trust Co. of New York, Trustees for 
Lida Kelly Muir, 140 Broadway, N. Y. C 

3. That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of 
total amount of bonds, mortgages, or other securities 
are: (If there are none, so state.) None. 








4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciarv relation, the name of 
the person or corporation for whom such trustee is act- 
ing, is given; also that the said two paragraphs contain 
statenents embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which 
stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona 
fide owner; and this affiant has no reason to believe 
that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him 

5. That the average number of copies of each issue of 
this publication sold or distributed, through the mails 
or otherwise, to paid subscribers during the twelve months 
preceding the date shown above is. (This information 
is required from daily publications only.) 

D. C. McGRAW, Secretary. 

McGRAW-HILL PUBLISHING COMPANY, INC. 

Sworn to and subscribed before me this 29th day of 
September, 1941 
[SEAL] H. FB. BEIRNE, 

Notary Public, Nassau County Clk’s No. 93, N. Y. 
Clk’s No. 974, Reg. No. 2-B-609 

(My commission expires March 30, 1942) 
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